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Milupo  lead  everytime. 
Breakfast  time,  dinner  time 

and  tea  time. 


Milupa  are  clear  brand  leaders  in  the  total 
dry  babyfood  market.  Brand  leadership  comes 
from  providing  what  mothers  want. 

Mothers  told  us  they  want  babyfood  by 
mealtimes.  So  Milupa  launched  the  first  ever 
Tea  Time  Savouries  -  of  course  they  were  a 
great  success. 

Now,  by  popular  demand,  we  have 
segmented  our  whole  range  into  Breakfast 
Time,  Dinner  Time,  Tea  Time  and  For  All  Times  to 
make  it  easier  for  your  customers  to  choose. 

And  we  are  advertising  our  "Mealtimes"  in  a 
national  women's  press  campaign  featuring  our 


Little  Experts,  which  shows  our  great  range 
PLUS  a  20p  coupon  off  their  next  purchases. 

To  maximise  your  sales  and  profits  stock  up 
now  and  merchandise  your  shelves  in  Milupa 
Mealtimes. 

Where  Milupa  leads,  the  market  follows. 

milupo 

Milupa  babyfoods.  The  one 
taste  little  experts  agree  on. 
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See  your  Milupa  representative  for  point  of  sale  material  and  planning  your 
Milupa  range  or  call  Ben  Mullen,  National  Sales  Manager  on:  01-573  9966. 

Milupa  House,  Uxbndge  Road,  Hillingdon,  Uxbridge,  Middlesex  UB10  ONE. 
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COMMENT 


Spare  our  blushes!  Chemist  &  Druggist  is  the  publication 
which  has  "the  most  important  use  within  the  phar- 
macy." Not  our  words,  but  those  of  Martin-Hamblin 
Research  whose  eighth  Pharmacist  Recommendation  Study 
has  just  been  released.  The  study  (conducted  on  the  phar- 
maceutical industry's  behalf,  not  C&D's)  is  concerned 
primarily  with  pharmacists'  advice  to  customers  and  the  pro- 
ducts which  are  counter-prescribed,  but  it  also  includes  a  ma- 
jor section  on  their  sources  of  information. 

We  should  not  be  surprised  by  Martin-Hamblin' s  ac- 
colade: we  have  read  similar  words  before,  and  the  resear- 
chers have  achieved  "remarkably  consistent' '  results  over 
the  past  three  studies.  They  make  this  point  particularly  in 
respect  of  C&D's  practical  commercial  value,  where  the 
rating  by  community  pharmacists  is  now  four  times  that  of  the 
nearest  rival.  Product  information  continues  to  be  a  vital  con- 
sideration, but  commercial  aspects  generally  have  assumed 
greater  importance  for  community  pharmacists,  according  to 
the  study.  So  when  C&D's  high  "professional"  rating  is  add- 
ed to  its  commercial  rating,  the  researchers  are  drawn  in- 
evitably to  their  conclusion  about  its  overall  value. 

And  C&D's  advertisers  may  take  confidence  from  the  fin- 


ding that  its  subscribers  find  the  advertisements  not  only  the 
most  useful  of  all  publications,  but  by  far  the  most  influential 
—  again  by  a  factor  of  four. 

By  coincidence,  two  other  pharmaceutical  publications 
have  recently  sponsored  their  own  research  and  from  what 
we  know  of  the  findings,  C&D  is  confirmed  as  the  top  publica- 
tion within  its  target  market  —  namely  proprietor  and 
manager  community  pharmacists,  with  pass-on  to  senior 
assistants  where  the  pharmacist  thinks  it  appropriate. 

In  one  of  those  surveys,  part-time  and  locum  response 
was  much  higher  than  usual  —  perhaps  a  disappointment  to 
the  researchers  because  the  postal  response  rate  (Martin- 
Hamblin  use  face-to-face  interviews)  was  down  to  37  per  cent 
from  the  69  per  cent  achieved  in  their  last  survey.  A  second 
survey  almost  exactly  confirms  C&D's  Martin-Hamblin 
readership  position,  and  scores  it  highest  for  interest  and 
depth  of  reading  —  more  community  pharmacists  read  it 
cover-to-cover  than  any  other  publication  in  the  market.  To 
our  subscribers,  a  big  thank  you  for  the  continued  vote  of  con- 
fidence (and  gratitude  to  those  who  have  written  praising  our 
new  design).  We  will  not  rest  on  our  laurels,  but  strive  for  an 
even  better  "read"  in  the  future. 
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NEWS 


s  and  Bill  first, 

Currie 


Pharmacy  will  not  learn  how  much 
money  it  will  get  for  new  roles 
until  the  necessary  legislation  has 
been  passed,  and  the  Government 
has  made  the  appropriate  savings 
on  the  NHS  bill,  in  some  cases 
through  the  introduction  of  new  or 
higher  patient  charges,  according 
to  Junior  Health  Minister  Edwina 
Curne. 

She  listed  prescription 
charges,  higher  dental  charges 
and  the  optical  test  charge  as 
bringing  in  £170m  and  compared 
this  to  the  £720m  spent  by  the 
Derbyshire  FPC  alone  each  year. 
However,  it  was  because 
pharmacy  had  contributed  a 
substantial  amount  that 
Government  had  started 
discussing  the  White  Paper  with 
the  profession,  she  told  NPA 
members  at  working  dinner  in 
Derbyshire  last  weekend. 

Mrs  Curne  promised  both  to 
discuss  any  difficulties  PSNC  had 
on  the  new  contract  and  the  triple 
prescription  form  mentioned  by 
Mr  Sharpe  in  his  speech,  in  a 
"positive  and  constructive"  way. 
But  she  warned  pharmacists,  as 
taxpayers,  to  share  Government 
concern  that  public  money  was 
spent  with  care  and  to  "give  an 
eye ' '  to  where  it  came  from .  The 
White  Paper  on  health  care  was 
the  first  large  scale  reform  of  the 
primary  care  services  in  the  NHS 
and  would  be  a  major  step  forward 
in  improving  the  health  of 
everyone,  she  said. 

"We  feel  very  strongly  that 
pharmacists  have  a  very 
important  role  to  play .  One  of  the 


issues  Nuffield  set  out  very  clearly 
and  which  still  has  to  be  settled  is 
how  a  wider  and  more  responsible 
role  for  pharmacists  will  fit  in  with 
current  definitions  of  the  need  for 
supervision,"  Mrs  Currie  said. 
"Should  the  more  routine 
activities  of  pharmacists  remain  as 
they  are  or  could  they  be 
delegated  to  assistants  —  while 
the  pharmacist  retains  his 
personal  overall  responsibility  for 
the  standards  of  dispensing? 
Debate  on  this  issue,  as  I  well 
know,  continues  within  the 
profession.  But  without  some 
change  here,  it  will  be  difficult  for 
many  of  the  changes  which 
Nuffield  recommended. ' ' 

Mrs  Currie  said  she  would 
have  complete  confidence  in  the 
ability  of  her  own  local  pharmacist , 
Tony  Gardner,  from  Richardsons 
of  Swadlincote,  to  set  out  the  rules 
and  protocol  for  supervision  in  his 
pharmacy,  so  that  a  very  high 
standard  of  care  would  be 


provided  whether  he  was  there  or 
not. 

The  Government  would  like  to 
see  pharmacists  working  much 
more  closely  with  other  health 
care  professionals,  particularly 
doctors,  as  well  as  getting  much 
more  involved  in  healthcare 
education,  said  Mrs  Currie.  And 
the  Government  would  be  looking 
at  ways  to  encourage  pharmacists 
to  continue  their  own  education. 

Pharmacists  should  also  help 
develop  policies  for  effective  and 
economic  prescribing  both  in  the 
hospitals  and  the  community. 
Such  discussions  had  been  going 
on  between  doctors  and 
pharmacists  in  Dorset  where 
savings  of  £2. 5m  were 
anticipated. 

With  goodwill  on  both  sides 
Mrs  Currie  said  Government  was 
confident  it  could  build  a  better 
pharmaceutical  service,  one 
sensitive  to  the  needs  of  patients 
and  of  the  other  professions. 


Astill  backs 
'due  diligence' 
defence 

Department  of  Health 
consultations  on  a  proposal  to 
provide  pharmacists  with  a  "due 
diligence  defence"  in  connection 
with  the  supply  of  medicines  on 
forged  prescriptions,  has  been 
welcomed  by  National 
Pharmaceutical  Association 
director  Tim  Astill. 

The  proposal,  contained  in 
DHSS  consultation  letter  MLX 
166,  is  that  Ministers  should 
amend  the  POM  Order  so  that  a 
pharmacist  who  exercises  "due 
diligence"  as  to  the  authenticity  of 
a  prescription,  shall  not  be  guilty 
of  an  offence.  By  doing  so,  the 
DHSS  would  spare  the  continuing 
blushes  of  the  Pharmaceutical 
Society,  for  it  was  the  Society's 
prosecution  of  Storkwain  Ltd,  that 
established,  eventually  in  the 
House  of  Lords,  that  the  supply  of 
Prescription  Only  Medicines  by  a 
pharmacist  on  a  forged 
prescription  is  an  absolute  offence 
—  so  that  it  is  not  necessary  to 
prove  criminal  intent  for  a 
prosecution  to  succeed,  nor  is  it  a 


Cash  for  two  new  roles  —  Sharpe 
presses  for  the  rest 


The  Department  of  Health  has 
told  the  Pharmaceutical  Services 
Negotiating  Committee  that  there 
is  cash  —  as  yet  unquantified  and 
unqualified  —  for  only  two  of  the 
healthcare  roles  identified  for 
pharmacists  in  the  recent  White 


Pharmaceutical  Services  Negotiating  Committee  chairman  David 
Sharpe  commending  the  triple  repeat  prescription  form  scheme  to  Junior 
Health  Minister  Edwina  Currie.  He  explained  the  finer  points  of  papers 
from  1982  tripartite  discussions  between  the  DHSS,  and  the  medical 
and  pharmaceutical  professions,  which  backed  the  as  yet  umntroduced 
money  saving  measure.  Mrs  Currie,  ' '  The  only  MP  that  1  kiss ' ',  was 
likened  by  Mr  Sharpe  to  Concorde  —  a  '  'high ,  fast  and  loud '  'flier  not 
given  to  platitudes. 


Paper:  community  pharmacists 
keeping  "substantial  patient 
records"  and  those  attending 
residential  homes  to  give  advice. 
For  the  rest,  PSNC  chairman 
David  Sharpe  told  NPA  members 
in  Derbyshire,  DHSS  negotiators 
were  hiding  behind  the  "civil 
service  language"  which  meant 
"we  haven't  got  any  money". 

Mr  Sharpe  then  listed  phrases 
prefacing  paragraphs  in  the  White 
Paper  referring  to  pharmacy 
"...  the  Government  intends  to 
introduce  an  allowance  " ,  " .  .  .  as 
soon  as  resources  permit."  .  In 
other  words,  he  said,  PSNC  was 
to  go  on  negotiating  "till  time 
ceases"  because  the  Government 
has  no  cash. 

Giving  details  of  that  first 
meeting  with  the  DHSS  on  the 
White  Paper  held  last  Friday,  Mr 
Sharpe  said  PSNC  had  suggested 
that  if  an  attendance  allowance 
was  to  be  payable  to  pharmacists 
servicing  the  sick  and  elderly  in 
homes,  then  there  was  no  reason 
why  pharmacists  giving  similar 
help  and  advice  to  individuals  in 
their  own  homes  should  not  also 
be  rewarded. 

However,  the  Government 


had  not  been  prepared  to  explain 
what  it  means  by  '  'substantial"  in 
relation  to  patient  records, 
whether  all  contractors  would  be 
eligible  for  payment,  or  what  the 
payment  would  be.  Nor  were  the 
negotiators  prepared  to  equate 
domiciliary  visiting  with  support 
for  residential  homes. 

He  listed  two  ways  in  which 
the  Government  could  save  on  the 
NHS  bill  in  order  to  fund  such 
schemes:  the  triple  repeat 
prescription  scheme  and  an 
insistence  on  GPs  filling  in  the 
FP10  box  for  number  of  days 
supply  together  with  the  dose  of 
each  prescription  item.  Mr  Sharpe 
said  this  last  measure  would  save 
the  NHS  "tens  of  millions"  and 
prevent  the  elderly,  particularly, 
from  getting  a  cupboard  full  of 
unwanted  medication. 

Pharmacists  were  well 
qualified  to  help  people  treat 
themselves  thus  reducing  the 
burden  on  the  public  purse. 
"There  is  no  end  to  our 
generosity,  altruism  or  largesse. 
I  wish  you  would  convey  that  to 
the  DHSS  negotiators  so  that  they 
can  repay  us  in  kind,"  said  Mr 
Sharpe. 
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defence  for  the  pharmacist  to  have 
taken  all  reasonable  steps  to 
satisfy  himself  the  prescription  is 
genuine. 

The  Lords'  decision  has 
already  led  to  one  pharmacist  who 
informed  the  police  of  a  forged 
prescription  being  prosecuted  for 
having  dispensed  earlier,  forged, 
prescriptions. 

Mr  Astill  said  the  proposal  was 
exactly  what  the  NPA  had  been 
asking  for.  He  cautioned  that  it 
was  still  only  a  proposal.  "But  I 
hope  I  am  right  in  saying  that  it 
would  be  unlikely  for  the  Ministers 
not  to  agree,  bearing  in  mind  that 
the  major  enforcement  authority 
is  the  Society,  who  have  been 
pressing  for  the  change . ' ' 

Mr  Astill  said  he  felt  that  non- 
medical or  pharmacy  people,  like 
lawyers,  magistrates  and  judges, 
came  down  hard  on  any  non-bona 
fide  supply  of  medicines.  Indeed, 
the  Lords  ruled  for  the  Society 
without  hearing  any  evidence 
from  Storkwain,  who  were 
defended  by  the  NPA  in  the  shape 
of  the  Chemist  Defence 
Association. 

"We  hope  the  Government 
will  agree  to  the  defence  and  lay 
regulations  sooner  rather  than 
later,"  Mr  Astill  added.  "It's  a 
pity  that  quite  so  much  NPA 
members'  money  was  expended 
before  getting  to  this  point . ' ' 


LPCs  now 
to  meet  on 
June  12 

June  12  has  been  fixed  as  the  date 
of  the  LPC  Conference  postponed 
from  February  7.  Explaining  the 
delay,  PSNC  chairman  David 
Sharpe  said  it  was  not  possible  to 
negotiate  a  cash  settlement  for 
1988  until  the  Pharmacy  Review 
Panel  had  reported  its  findings  on 
profit  formula.  This  is  now 
expected  at  the  end  of  the  month. 

'  'To  complete  negotiations  for 
a  package  to  be  implemented  on 
April  1  means  that  agreement 
must  be  reached  by  the  beginning 
of  March.  Negotiations  are  likely 
to  overrun  the  normal  timescale. 
We  would  expect  any  increase  in 
payment  to  be  backdated  to  April 
1,"  said  Mr  Sharpe.  June  12  gives 
contractors  time  to  comment  on 
any  package,  he  said. 

The  pattern  of  a  conference  in 
May  or  June  is  likely  to  be 
repeated  in  future  years. 
Resolutions  to  be  incorporated  in 
negotiations  for  the  following 
financial  year  can  be  raised  then. 
An  interim  report  will  be  given  at 
the  LPC  seminar  in  November. 

With  the  chairman's  authority 
[further  resolutions  can  be  tabled 
for  June  12. 


Alias  Smith  and  Jonei 


mmu 


This  tale  of  pharmaceutical 
nastiness,  which  comes  courtesy 
of  PSNC ,  may  serve  as  a  warning 
to  "contract  gazumpers".  Using 
the  aliases  of  "Smith"  and 
"Jones"  the  story  goes  like 
this.... 

Pharmacist  Smith  applied  for  a 
contract  to  the  PPSC  and  received 
approval  on  the  grounds  that  the 
pharmacy  was  necessary  or 
desirable.  Meanwhile  pharmacist 
Jones  (who  was  one  of  those 
contacted  by  the  FPC  as  possibly 
being  entitled  to  object  to  the 
contract)  decided  that,  rather  than 
objecting  he  would  attempt  to 
purchase  the  property  by 
gazumping  Smith,  and  himself 
apply  for  a  contract  on  the 
assumption  that  he  would  be 
successful  because  the  PPSC  had 
already  granted  a  contract  at  the 


premises  in  question. 

Not  to  be  outdone,  Smith 
obtained  alternative  premises  a 
short  way  from  the  original  one 
and  applied  to  relocate  his  contract 
application.  It  is  well  known  by 
pharmacists  that  FPCs  must  treat 
applications  in  order  of  receipt, 
therefore  Jones  might  consider 
himself  to  be  sitting  pretty. 
However,  Regulation  26(8)  states: 

Where  at  any  time  after  making 
the  application ,  but  before  the  expiry 
of  six  months  or  such  further  period 
mentioned  in  paragraph  (7),  the 
applicant  notifies  the  Committee 
that  he  intends  to  change  within  the 
neighbourhood  the  premises  from 
which  he  intends  to  provide 
pharmaceutical  services,  being  the 
same  services  natned  in  the 
application ,  and  the  Committee  is 
satisfied  that  the  change  is  a  minor 
relocation,  the  Committee  may, 


subject  to  the  provisions  of  Schedule 
4C,  to  these  regulations,  amend  the 
premises  named  in  the  original 
application ' '. 

A  reasonable  interpretation  of 
this  regulation  is  that  the 
application  for  relocation  will,  in 
fact,  predate  the  second 
application  on  the  premises  as  it 
relates  to  the  original  application. 

Perhaps  the  best  way  of 
dealing  with  pharmaceutical 
gazumping,  says  PSNC,  and  this 
is  the  moral  of  the  tale,  is  for  the 
potential  contractor  to  negotiate 
an  option  for  purchase  with  the 
vendor  of  the  site  prior  to  making 
application  to  the  PPSC.  Such  an 
arrangement  would,  hopefully, 
mitigate  the  problem  where  there 
are  multiple  applications  for  an 
NHS  contract  on  one  site. 


NHS  bonus  Inevitable' 


A  further  increase  in  the  funds 
provided  for  the  National  Health 
Service  —  beyond  the  totals 
announced  with  the  publication  of 
the  Public  Expenditure  White 
Paper  last  Wednesday  —  is  now 
regarded  as  inevitable  by 
politicians  of  all  parties  at 
Westminster. 

The  timing  of  the 
announcement  of  when  the  NHS 
is  to  be  allocated  the  additional 
money  is  a  matter  of  keen  debate 
within  the  Cabinet. 

The  Prime  Minister,  Mrs 
Margaret  Thatcher,  is  anxious  to 
avoid  the  charge  that  the 
Government  has  been  forced  to 
respond  to  political  pressure, 
particularly  that  of  Labour  leader 
Neil  Kinnock.  This  explains  why 
Social  Services  Secretary  John 
Moore  had  to  be  content  with  a 
repetition  of  the  statistics  that  the 
Government  has  provided  record 
sums  for  an  expanding  NHS, 
when    he    replied    to  the 


Opposition's  attack  in  the 
Commons  on  Tuesday. 

The  announcement  of  the 
additional  money  —  Sir  Barney 
Hayhoe,  a  former  Conservative 
Health  Minister,  suggested  in  the 
debate  that  £V2bn  is  needed  —  is 
likely  to  be  accompanied  by 
assurances  that  the  Government 
is  to  engage  in  a  further  study  of 
alternative  means  of  financing  the 
NHS. 


A  considerable  body  of  Tory 
MPs  is  urging  the  Government  to 
adopt  an  insurance-based  scheme 
as  a  means  of  keeping  a  check  on 
the  mounting  burden  which  the 
NHS  imposes  on  the  Exchequer. 

Mr  John  Major,  chief 
secretary  to  the  Treasury,  told 
the  Commons  last  week  that  it 
was  already  planned  to  devote  a 
record  £21bn  to  the  NHS  in 
1988-89. 


DHSS  funds  ESPS  change 


A  third  of  the  cost  of  changing  the 
"as  the  crow  flies ' '  2km  rule  in  the 
Essential  Small  Pharmacies 
Scheme  is  to  be  met  by  the 
Department  of  Health. 

The  change,  which  means  the 
"2km  in  a  straight  line"  clause, 
becomes  amended  to  "2km  by 
the  nearest  practicable  route 


available  to  the  public  on  foot", 
will  mean  extra  funding  of 
£114,000  is  required  at  '87-88 
prices.  The  Department  has 
agreed  to  meet  £38,000  of  the 
cost. 

Seventeen  pharmacies  are 
likely  to  be  affected  by  the  rule 
change. 
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ON  FEBRUARY  1ST 
EVERYBODY  GETS  A  NEW 
TASTE  FOR  VITAMINS 


If  you  thought  there  wasn't  room 
in  the  marketfor  another  vitamin 
tablet,  here's  some  food  for  thought. 

February  1st  sees  the  launch  of 
ZestaVite.  A  truly  original,  fruity  and 
deliciously  chewable  range  of  vitamins;  the 
result  of  extensive  consumer  research. 
ZestaVite's  six  varieties  contain  no  sugar, 
artificial  colours  or  preservatives.  Just  the 
essential  ingredients  for  a  healthy  profitforyou. 

Catch  the  ZestaVite  advertising  campaign 
on  national  TV  from  February  1st,  or  better  still, 
catch  your  wholesaler  and  place  your  order  now. 


ZestaVite 

The  vitamins  everybody  chews 


$  The  Wal lis  Laboratory  ■  11  Canltord  Way  •  Luton  ■  Bedlordshire  LU3  3AN 


NEWS 


Ombudsman  criticises  FPC 
over  rota  termination 


The  Health  Service 
Commissioner  has  criticised  a 
family  practitioner  committee  for 
the  way  in  which  it  ended  a 
pharmacy's  rota  arrangements. 

The  pharmacist  had 
contracted  for  over  30  years  to 
provide  dispensing  services 
outside  the  defined  minimum 
hours  of  business,  for  which  rota 
payments  came  to  about  £1,073  a 
year.  When  another  pharmacy 
opened  nearby  ,  offering  a  12  hour 
a  day  dispensing  service  during 
the  week  and  four  hours  on 
Sundays,  the  FPC  gave  the  first 
pharmacist  a  week's  notice  that 
his  rota  service  was  no  longer 
required.  The  pharmacist 
objected,  saying  the  FPC  had 
failed  to  consult  the  local 
pharmaceutical  committee  or  give 
him  the  required  three  months 
notice. 

The  FPC  deferred  its  original 
decision,  consulted  the  LPC  and 
later  gave  the  pharmacist  three 
months  notice  that  the  rota 
agreement  was  to  end.  The 
pharmacist  then  complained  to  the 
Health  Service  Commissioner 
that  the  FPC's  hours  of  service 
subcommittee  had  followed  the 
wrong  procedures. 

The  Commissioner  decided 
that  the  pharmacist  was  incorrect 
in  this  contention  and  that 
discontinuing  the  rota  did  not 
involve  any  alteration  of  the 


pharmacist's  terms  of  service. 
But  he  thought  the  FPC's  initial 
decision  to  withdraw  such  a  long 
established  arrangement  at  only  a 
few  days  notice  was  "most 
unreasonable"  and  he  criticised 
the  subcommittee  for  taking  this 
decision  without  consulting  the 
LPC.  He  was  also  concerned  that 
the  subcommittee  believed  it 
could  enforce  the  extended  hours 
of  the  new  pharmacy,  even  though 
it  would  be  receiving  no  rota  fees. 
He  thought  this  was  a  major  factor 
in  the  subcommittee's  decision  to 
terminate  the  first  pharmacist's 
arrangement. 

He  believed  that,  under  the 
terms  of  its  scheme  for  providing 
pharmaceutical  services,  the  FPC 
could  not  enforce  against  any 
chemist  any  agreement  to  provide 
services  outside  the  minimum 
hours  defined  by  the  FPC ,  unless 
it  related  to  additional  hours 
specified  in  the  scheme  and 
appropriate  payment  was  made. 
But  he  decided  it  would  be  wrong 
to  make  a  finding  on  this  issue  as  it 
was  possible  that  a  patient's 
complaint  might  lead  to  a  ruling  by 
the  pharmaceutical  service 
committee  or  by  the  Secretary  of 
State  on  appeal. 

The  FPC  apologised  to  the 
pharmacist  for  his  initial  treatment 
and  assured  the  Commissioner 
that  it  would  not  refrain  from 
submitting  its  view  on  the 


enforceability  of  additional  hours 
of  business  to  the  test  of  the 
service  committee  procedure 
should  the  need  arise.  The  case  is 
published  in  the  "Report  of  the 
Health  Service  Commissioner. 
Selected  investigations  completed 
April-October  1987"  (HMSO, 
£12.30). 

Further 
action  on 
licence  of 
right? 

Lord  Lucas  of  Chilworth  (Con),  a 
former  Junior  Minister  at  the 
Department  of  Trade  and 
Industry,  plans  to  make  a  further 
attempt  to  advance  the  date  when 
the  repeal  of  the  pharmaceutical 
licences  of  right  provisions  in  the 
1977  Patents  Act  take  effect. 

Lord  Lucas  gave  notice  that  he 
would  raise  the  issue  again  when 
he  withdrew  an  amendment 
designed  to  make  the  repeal 
effective  from  October  1987  — 
when  the  Copyright,  Designs  and 
Patents  Bill  was  introduced  — 
instead  of  two  months  after  the 
entire  measure  becomes  law, 
probably  in  the  Autumn  this  year. 
The  delay  was  of  concern  to  nine 
major  pharmaceutical  companies. 

Strongly  criticising  the 
amendment,  Viscount  Craigavon 
(Ind)  said  it  would  have  an 
important  effect  on  cimetidine 
which  is  due  to  come  into  licence 
of  right  in  March  1988.  He 
stressed  that  generic  companies 
were  preparing  to  produce  the 
drug  and  that  they  had  "already 
invested  significantly  to  do  so". 
Viscount  Craigavon  claimed  that 
research  and  development  for 
cimetidine  had  taken  four  or  five 
years  so  that  the  company  had 
already  had  a  complete  patent 
monopoly  for  over  11  years  — 
"very  different  from  the  four  to 
five  years  which  we  are  told  is  an 
average  figure". 

Lord  Williams  of  Elvel  (Lab), 
Lord  Kilmarnock  (SDP)  and  Lord 
Beaverbrook,  the  Government 
spokesman,  all  opposed  the 
amendment.  Lord  Beaverbrook 
said  its  effect  would  be  that '  'upon 
commencement  licences  held  by 
anyone  who  had  a  licence 
application  outstanding  on 
October  28,  1987  could  be 
extinguished   by   the  patent 


owner". 

He  adopted  a  more 
consiliatory  tone  in  saying  the 
Government  would  consider  an 
amendment  moved  by  Lord  Rea 
(Lab)  designed  to  provide  for 
licences  of  right  to  become 
available  for  drugs  which  had 
secured  marketing  approval 
quicker  than  the  average.  Lord 
Beaverbrook  recalled  that  the 
purpose  of  repealing  the  licence  of 
right  provisions  was  to 
compensate  the  patent  owners  for 
significant  delays  in  obtaining 
marketing  approval. 

Lord  Rea,  who  withdrew  his 
amendment  in  view  of  this 
assurance,  estimated  that  it  might 
save  the  NHS  some  £24m  per 
annum  between  1993  and  1997, 
out  of  the  £40m  to  £50m  additional 
costs  arising  from  the  repeal  of  the 
licences  of  right  provision.  Lord 
Beaverbrook  said:  "Our 
estimates  put  the  figure  at 
approximately  £2. 5m." 

Pharmacy 
competition 
not  ruled  out 

Health  Minister  Tony  Newton  has 
not  ruled  out  competition  between 
hospital  pharmacies  and  high 
street  chemists  as  one  result  of 
the  Health  and  Medicines  Bill, 
currently  undergoing  its 
committee  stage  in  the  Commons. 

Ms  Harriet  Harman,  Labour's 
Shadow  Health  Minister, 
questioned  whether  the  Bill  would 
be  used  to  require  competition  in 
dispensing  prescriptions  and 
selling  medicines,  toothpaste  and 
cosmetics. 

Mr  Newton  emphasised  that 
the  income  generation  powers  of 
the  Bill  were  permissive  and  said 
the  Social  Services  Secretary  did 
not  intend  to  direct  health 
authorities  how  they  should 
exercise  them. 

□  Mr  Newton  is  to  consider 
proposals  designed  to  make  drug 
companies  pay  for  research 
undertaken  on  their  behalf  by 
hospitals.  While  carefully  avoiding 
any  specific  commitment  he 
undertook  to  examine  any 
proposals  made  by  Labour  MPs 
during  the  committee  stage  of  the 
Health  and  Medicines  Bill. 

But  Mr  Newton  stressed: 
"We  would  not  want  to  inhibit  the 
proper  testing  of  drugs  or  cause 
drug  companies  to  take  their 
drugs  abroad  rather  than  deal  with 
them  in  this  country".  There  was 
a  "difficult  balance"  to  be  drawn 
which  ensured  that  health 
authorities  received  appropriate 
recompense  but  not  to  the  extent 
of  discouraging  the  effective 
testing  of  drugs. 


The  National  Society  for  the  Prevention  of  Cruelty  to  Children  and  the 
British  Heart  Foundation  provide  the  first  two  leaflets  in  the  '  'Health 
care  in  the  High  Street ' '  campaign  for  1988.  Twenty  copies  of  the 
NSPCC  booklet  '  'Protect  your  child:  A  guide  about  child  abuse  for 
parents ' '  will  be  distributed  to  community  plmrmacies  and  hospitals  in 
England,  Wales  and  Northern  Ireland  later  this  month.  For  early 
February,  a  BHF  leaflet  will  offer  members  of  the  public  in  England . 
Scotland  and  Wales  the  opportunity  to  obtain  further  information  on 
heart  disease  by  ordering  leaflets  on  a  range  of  18  topics.  And 
pharmacies  will  once  again  participate  in  National  No  Smoking  Day 
on  March  9.  Pharmacies  throughout  the  UK  will  receive  30  copies  of 
this  year 's  leaflet  towards  the  end  of  February. 
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Announcement  to  UniChem  Shareholders 


How  much  will  this 
be  worth 


in  the 
'UniChem 

Share  Deal'? 


Members  have  the  opportunity  of  increasing  their  shareholding  to 

maximise  their  potential  capital  gain. 
To  find  out  more  about  UniChem's  Share  Deal  or  about  the  full 
benefits  of  becoming  a  Shareholder,  contact: 
W.H.  Hart  M.P.S.,  UniChem  Ltd, 
UniChem  House,  Cox  Lane,  Chessington,  Surrey.  Tel.  01-391  2323 

UniChem 

Action  for  Pharmacy 


Share  prices  can  go  up  as  well  as  down.  Maximum  10,000  shares  per  member 


PGC  aiming 
for  April  1 

The  Pharmaceutical  General 
Council  is  awaiting  the  outcome  of 
its  contractors  survey,  expected 
at  the  end  of  the  month,  before 
beginning  serious  negotiations 
with  the  Scottish  Home  and 
Health  Department  on  this  year's 
remuneration  package. 

But  PGC  secretary  Dr  Colin 
Virden  says:  "We  could  move 
speedily  to  get  the  results  from 
the  survey  incorporated  in  an  April 
package.  That  is  the  Depart- 
ment's intention  as  far  as  we 
understand  it." 

In  Northern  Ireland  PCC 
secretary  Mr  Thos  O'Rourke  is 
waiting  to  hear  from  the 
Department  of  Health.  The 
increase  in  notional  salary 
awarded  to  contractors  in  England 
and  Wales,  appropriately 
weighted,  means  contractors  in 
the  Province  will  see  an  increase 
in  their  global  sum. 

Opren  — 
1,050  take 
cash  terms 

Over  80  per  cent  of  the  alleged 
victims  of  Opren  have  accepted 
the  compensation  terms  offered 
by  Eli  Lilly. 

Mr  Jonathan  Playford,  QC,  for 
Lilly,  told  Mr  Justice  Hirst  in  the 
High  Court  last  week  that  1 ,050  of 
the  1,300  people  covered  by 
Lilly's  pre-Christmas  offer,  had 
now  accepted.  Some  200  had  yet 
to  respond:  47  people  had 
refused. 

Mr  Playford  said  that  Lilly 
were  removing  their  stipulation 
that  payments  were  conditional  on 
acceptance  by  all  claimants.  The 
judge  agreed  to  extend  the 
January  23  deadline  for  acceptance 
of  the  offer  to  February  5. 

The  total  on  offer  is  thought  to 
be  around  £2. 25m,  with  a  further 
£3m  towards  legal  costs,  giving  an 
average  settlement  of  £2,000. 


BRIEFS 


Pharmacy  Week:  The  findings  of  the 
joint  public  relations  working  party 
are  shortly  going  before  the  three 
national  bodies  -  PSGB,  PSNC 
and  NPA.  If  they  accept  the 
outline  plan  "Pharmacy  Week"  is 
likely  to  go  ahead  starting  Sunday, 
February  12, 1989. 

Chemist  &  Druggist  Directory:  The 

phone  number  for  Phoenix 
Pharmaceuticals  has  appeared 
incorrectly.  It  should  be  0452 
22254/5. 


TOPICAL  REFLECTIONS 


I  cannot  be 
alone . . . 

There  is  an  old  saying: 
'  'Never  apologise" .  It  does 
nothing  for  me,  merely  sets 
me  wondering  at  the 
arrogance  of  anyone  who 
could  seriously  advance 
such  a  proposition  if  seeking 
to  retain  any  worthwhile 
personal  relationships,  or 
self-esteem.  Last  week  in 
Postbag  there  was  a  letter 
from  Phillip  Carr,  senior 
product  manager,  Nordisk- 
UK,  which  took  me  to  task 
over  my  sweeping 
statements  about  the  way  I 
suggest  that  people  identify  product  packs 
with  which  they  are  familiar. 

And  in  which  I  made  equally  sweeping 
suggestions  as  to  why  producers  chose  to 
adopt  "house"  uniform  for  the  products 
they  market.  I  was  trying  to  make  the 
point  that  the  packaging  of  drugs  should 
deliberately  be  moved  away  from  such 
commercial  conceits  as  establishing  a 
manufacturer's  dress  or  style,  in  favour  of 
a  named  drug  pack  style,  with  the 
manufacturer's  name  taking  a 
recognisable  but  lesser  part  of  the  pack.  It 
is  precisely  because  of  the  human  capacity 
for  error,  that  I  think  there  should  have  to 
be  the  greatest  possible  differentation  of 
drug  packaging. 

Mr  Carr  found  the  suggestion  that 
packs  picked  by  wholesalers  are  identified 
by  shape  and  colour  rather  than 
information  on  the  labels,  most  alarming. 
So  do  I.  I  would  not  swear  that  picking 
errors  are  due  to  the  staff  not  reading  the 
labels.  But  I  do  suggest  that  nearly 
identical  packs  stored  close  together  are 
much  more  likely  to  be  mispicked  by 
anyone,  wholesaler  staff  or  dispensing 
pharmacist,  than  products  in  markedly 
different  packs.  As  the  man  says,  drugs 
are  not  like  groceries.  But  having  stomped 
around  the  local  supermarket  with  my  wife 
the  other  night  I  reckon  when  it  comes  to 
attractive,  colourful,  and  above  all, 
identifiable  packaging,  the  grocery  boys 
can  show  us  a  thing  or  two. 

Yet,  in  spite  of  my  views,  I  am  sorry  I 
mentioned  insulin  by  name  because  it  was 
unfair,  when  so  many  of  our  drug 


companies  are  too 
inherently  conservative  and 
staid  when  it  comes  to  the 
presentation  of  drugs. 

I  also  regret  the  thesis  I 
referred  to  was  not  widely 
published.  Thirty  years  ago 
I  attended  a  lecture  on 
'  'Visual  recognition' ' .  This 
dealt,  among  other  things, 
with  the  instant  recognition 
of  road  signs,  where  it  was 
shown  people  do  not 
actually  read  the  signs,  but 
recognise  them.  Of  course, 
we  all  read  the  labels  of  the 
products  we  dispense  but  it 
is  a  human  frailty  to  read 
what  we  expect  to  see, 
when  all  the  other  signs  of 
recognition  are  right.  Dear 
manufacturers,  I  cannot  be  alone  in  asking 
for  your  help? 

Thinking  on 
Unichem ... 

A  Unichem  colleague  has  let  me  have  sight 
of  the  published  documents.  He  reckons 
it  is  the  best  thing  since  new-laid  eggs.  I'm 
not  so  sure.  He  has  only  five  or  six  years 
to  go  to  retirement  and  not  unnaturally 
reckons  his  1,000  shares  (at  present), 
having  cost  him  £1,000,  must  realise  at 
least  £12,000  when  he  is  ready  to  sell, 
quite  apart  from  the  further  1 ,000  shares 
he  believes  he  can  earn  by  channelling  his 
buying  for  the  next  two  to  three  years.  I 
can  certainly  see  the  point  so  far  as  a  once 
and  only  profit  is  concerned. 

But  surely  something  is  missing?  I 
always  understood  Unichem  was 
designed  as  a  non-profit  making  co- 
operative, with  all  the  generated  margin 
being  redistributed  to  active  (pharmacist) 
members.  However  if  shares  are  to  be 
sold  to  the  public,  ownership  must  pass 
from  pharmacists  to  investors  generally. 
It  would  only  be  a  matter  of  time  before 
blocks  are  concentrated  in  the  hands  of 
entrepreneurs,  commercial  or 
pharmaceutical.  The  self-protective  vision 
of  an  independent,  pharmacist-owned, 
efficient  co-operative,  would  be  sold  down 
the  river  of  greed,  to  become  just  another 
wholesaler  .  .  .  with  pressure  for 
dividends  dictating  market  strategies.  I 
think  it  should  be  resisted. 
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TERPOINTS 


Benetton  launch  first  fragrance 
and  target  young 


Benetton  Cosmetics,  a  company 
set  up  by  the  Benetton  fashion 
empire ,  are  launching  a  signature 
fragrance,  as  the  first  step  in 
building  up  a  portfolio  of  cosmetic 
and  fragrance  products. 

Colors  de  Benetton  is  being 
distributed  in  the  UK  by  Maurice 
Douek  Ltd,  to  department  stores, 
Boots  and  independent  chemists. 
The  company  says  distribution  will 
be  selective,  but  not  to  the  extent 
that  it  would  only  be  given  to  one 
outlet  in  any  area.  It  will  not  be 
sold  in  Benetton  fashion  stores: 
Benetton  Cosmetics  say  this  is 
because  their  staff  are  not  trained 
to  sell  cosmetic  products. 

The  fragrance  is  aimed 
particularly  at  the  young,  with 
potential  consumers  said  to  be 
from  15  years  old.  The  scent  is 
described  as  a  semi-oriental,  in 
keeping  with  the  company's 
research  findings  that  the  target 
consumers  tended  to  go  for 
powerful  fragrances  like 
Obsession  and  Giorgio. 

Advertising  for  the  fragrance 
is  designed  to  bring  in  mind 
Benetton  fashion  advertising,  and 
will  be  featured  initially  in  the 
Press  only,  with  television  spots 
planned  for  1989.  The  first  burst 
of  Press  advertising  will  run 
during  April  and  May  to  back  the 
launch,  followed  by  a  second  burst 


for  the  pre-Christmas  period. 
Magazines  used  will  include  Elle, 
Cosmopolitan,  Options,  Vogue, 
Harpers  and  Queen,  She, 
Company,  Over 21 , 19,  Just  1 7and 
the  Sunday  Times,  Mail  on 
Sunday  and  Evening  Standard 
colour  supplements.  Some  will 
carry  scent  strips,  which  may  also 
be  incorporated  into  Benetton 
fashion  advertising. 

The  advertising  schedule  also 
includes  plans  to  take  space  for  the 
fragrance  on  the  lead  page  of 
sections  taken  for  the  fashion 
advertising,  but  the  company  says 
it  will  not  be  cross-promoting 
apart  from  this.  However,  if 


retailers  want  to  get  together  with 
their  local  Benetton  store  they  will 
supply  display  material. 

In  addition  there  will  be  a  PR 
campaign,  including  a  competition 
run  through  a  national  magazines. 

The  initial  range  comprises 
eau  de  parfum  (15ml £32),  eau  de 
toilette  spray  (50ml  £16,  100ml 
£24)  and  eau  douce,  a  weaker 
concentration  of  eau  de  toilette, 
designed  as  a  splash  cologne 
(50ml  £11.75,  100ml  £19.50). 
Bath  lines  will  follow  in 
September,  and  other  plans 
include  a  men's  line  for  1989,  and 
make-up  range  by  1990.  Maurice 
Douek  Ltd.  Tel:  01-328  1036. 


Specials 
for  Spring 

Bronnley  are  running  special 
offers  on  two  items  in  the  Almond 
Oil  range. 

Eau  de  toilettes  in  three 
fragrances  (White,  Iris,  English 
Fern  and  Camellia),  will  be  offered 
at  the  special  price  of  £2.95  —  a 
saving  of  £1.70.  The  50ml  glass 
spray  bottles  are  supplied  shrink 
wrapped,  sleeved  and  with  neck 
label  in  vacuum  formed  display 
units  with  backing  board.  Each 
unit  carries  12  bottles. 

And  Almond  Oil  talcum 
powder  175g  bottles  will  be 
offered  at  £1.55  (rrp  £1.95). 
Specially  designed  display  units 
carry  15  bottles  of  talcum 
powder; .  three  of  each  of  the  five 
fragrances  in  the  range. 

Special  offer  packs  are 
available  until  March  25.  H. 
Bronnley  &  Company  Ltd.  Tel: 
01-6298711. 


A  little  scent 

Network  Management  are 
running  a  special  size  promotion 
on  the  Montana  fragrance. 

A  30ml  cartoned  eau  de 
toilette  spray  (£19.50)  will  be 
available  from  the  beginning  of 
February  while  stocks  last. 

A  counter  glorifier  is  available. 
Network  Management  Ltd.  Tel: 
01-5601200. 


21  Years  serving  Britain's  Pharmacists 


and  we've  got  the  Key  of  the  Door! 

It  w as  21  v ear's  ago  when  Pharmaceutical  Packaging 
Leeds  was  incorporated,  although  we  were  supplying 
I  a  he  Is  to  Britain's  Pharmacists  even  before  that. 
Now  we're  in  our  new  premises  with  new 
management  to  provide  a  hetter.  e>en  more  efficient 
and  cost  effective  service. 
For  all  vour  lahel         and  carton  requirements  contact  PPI.  now! 


I'h;n  m;ui  utkal  Ihitkiigiii"  I. lids  I. Id. 
IMM  House.  1 2')  \\  aliT  I  ;inr. 
1  trds  I  SI  I  «H  It.  I  ll-  424.U.V 
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Medised 


Campaigning  for  Sales 


Brand  New  Advertising 
For  Sales 

NO  MORE  PAIN,  NO  MORE  TEARS  - 
a  simple  but  powerful  message,  linked  to  the 
packaging,  which  will  increase  demand. 


Medised 


g  pain 


Gently  reduces  temperature; 
relieves  toothache,  headache, 
sore  throat,  feverish  colds  &  flu. 


FOR  CHILDREN  3  MONTH 


Brand  New 
Packaging 
For  Sales 

The  totally  new 
Medised  pack  is 
eye  catching  and 
colourful,  giving 
mothers  of  young 
children  all  the 
information  they 
need  to  buy 
Medised. 


70%  of  All  Mothers 
Will  See  Medised 

Black  &  white,  and  colour  advertisements  will  appear  in 
Woman's  Own,  Family  Circle,  Essentials,  Mother  and  Baby, 
Parents,  Mother,  and  Practical  Parenting. 
No  less  than  60  advertisements  will  stimulate  consumer 
demand.  Consumer  advice  leaflet  also  available. 


Brand  New 
Point  Of  Sale 
Material 

Mobiles,  Display  Cards, 
Window  Stickers  -  all  will  support 
the  increased  awareness  and 
demand,  to  ensure  that 
Medised  moves  fast. 


plvn  II  l.l 


Panpharma  Limited 
Hayes  Gate  House  27  Uxbridge  Road  Hayes 
Middlesex  UB4  OJN  Tel.  01-561  8774 


Brand  New 
Incentives  For  You 

Ask  your  Panpharma  Representative 
or  phone  01-561  8774  for  details. 

Medised 


Order  now  and  benefit  from  this 
'Brand  New  Campaign  For  Sales' 
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COUNTERPOINTS 


Vitamins  with  a 
fruity  flavour 


A  new  vitamin  and  mineral  range 
has  been  launched  by  the  Wallis 
Laboratory. 

The  Zestavite  range  is 
formulated  without  artificial 
colourings  or  preservatives,  or 
sugar. 

The  products,  in  30  tablet 
packs,  are:  apple  flavoured 
multivitamins  with  iron  and  zinc 
(£1.55),   grapefruit  flavoured 


vitamin  B  complex  (£1.45), 
orange  flavoured  vitamin  C 
(£0.99),  tropical  flavoured  vitamin 
E  (£1.45),  blackcurrant  flavoured 
multivitamins  (£1.55),  and  orange 
flavoured  vitamins  A,  D  and  C 
(£0.99). 

Advertising  for  the  range  runs 
throughout  February  on  TV-am. 
Wallis  Laboratory.'  Tel:  0582 
584883. 


INFORMATION  ■  FOR  •  PHARMACISTS 


Get 


We're  not  saying  there's  anything  wrong  with 

the  assistant  you  have  at  present.  Far  from  it, 
we're  sure  she's  absolutely  indispensable, 
considering  the  amount  of  work  she  does.  But  have 
you  noticed  how  a  lot  of  this  is  simple  mundane  clerical 
work  which  takes  up  valuable  time.  Time  that  could  be 
better  spent  helping  you. 
That's  why  you  need  a  new  assistant  in  the  form  of  Link! 
Link  Systems  can  take  the  work  ouf  of  stock  ordering, 
simplify  the  production  of  labels  and  provide  up  to  the 
minute  pharmacy  news.  With  just  a  small  amount  of 
instruction  you'll  be  able  to  handle  all  these  tasks  guickly 
and  efficiently,  leaving  you  able  to  attend  to  your  customers 
and  giving  you  the  time  to  look  after  your  pharmacy. 


PHONE  LINK-LINE  ON  0928  717070  Ext  302 
NOW  FOR  SOMEONE  WHO  REALLY  CAN  HELP. 


LINK 

PHARMACY 
S  Y  STEMS 

Available  from  your  local 
AAH  GROUP  WHOLESALER 


Tracing  good  health 


Cap-sure  Health  Products  are 
launching  a  new  organic  selenium 
supplement  called  Selena. 

Selenium  is  incorporated  into 
the  enzyme  glutathione 
peroxidase  where  it  acts  as  an 
anti-oxidant  helping  prevent  the 
formation  of  oxygen  free  radicals . 
Deficiency  can  disrupt  a  number  of 
body  systems  by  making  the 
tissue  more  susceptible  to  disease 
and  contributing  to  premature 
ageing  of  the  cells,  it  is  claimed. 


In  Selena  (50  tablets  £4.50),  j 
the  selenium  is  organically  bound 
into  yeast  and  combined  with 
three  vitamins  —  E,  C  and  ft- 
carotene.  Each  tablet  contains: 
selenium  50mcg,  vitamin  E  lOiu, 
vitamin  C  60mg,  /3-carotene  6mg. 

Selena  will  be  supported  via  r 
national  and  women's  Press  and 
radio  throughout  the  Spring. 
Samples  and  booklet  for  counter 
display  will  be  offered.  Cap-sure: 
Health  Products.  Tel:  072750561. 


ON  TV 
NEXT  WEEK 


G  TV  Grampian 
B  Border 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 
C4  Channel  4 

U  Ulster 
G  Granada 
A  AngUa 

TSW  South  West 
TTV  Thames  Televi 
Bt  TV-am 

STV  Scotland 
(central) 
Y  Yorkshire 
HTV  Wales  &  West 
sion       TVS  South 

TT  Tyne  Tees 

Actifed: 

All  areas 

Anadin: 

C.Y.TT.TVS.A.TSW.U 

Askif  powders: 

GTV.STV 

Badedas: 

All  areas 

Beecham's  Hot  Remedies: 

All  areas  ( 

Beecham's  powders: 

All  areas] 

Benylin: 

All  areas 

Buttercup  cough  syrup: 

All  areas  ! 

Contac  400 

STV,G.Y.C,TVS,LWT.ITV 

Day  &  Night: 

C4  (STV,TT,G,C,Y,U)  j 

Dentucreme: 

All  areas  ? 

Durex: 

CATVS, LWT.TTi 

Farley's  Rusks  &  cereals: 

Bt 

Fiesta  kitchen  towels: 

All  areas \\ 

Hill's  Balsam: 

G.Y.nj] 

Karvoi: 

All  areas  | 

Maalox  Plus:  V 

Mediquell: 

GTV.STV,  C4j  J 

Nurofen: 

All  areas  1 

Paracodol: 

All  areas  except  GTV&B:| 

Preparation  H: 

C,Y,TT,TVS1A,TSW,u| 

Proflex  capsules: 

Y 

Rennies: 

All  areas  | 

Robitussin  cough  medicine: 

AllareaSjij 

Sanatogen: 

All  areas  a 

Sensodyne  toothpaste: 

All  areasi  1 

Seven  Seas  cod  liver  oil: 

All  areas  J 

Simple  skin  care: 

All  areas  except  LWT  1 

Simplicity: 

All  areasi 

Sinutab: 

C4 

Strepsils: 

All  areasi 

Super  Poli-grip: 

All  areas  a 

TCP  liquid 

All  areas  except  CTV  &  LWT  j 

Triogesic  decongestant 

TTV,C4,TVam| 

Venos 

Ali  areas  £ 

Wella  Balsam 

All  areas 
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HERE'S 
A  GOOD 

DRESSING 
DOWN. 

^1        One  Dozen  j 

(By  17^%) 

The  fact  that  this  Nucross  and  a  12V2%  discount  on  a  £30  order 

product  range  is  so  comprehensive,  gives  you  an  extra  incentive  to  stock 

is  made  by  Vernaid,  is  the  brand  up  immediately, 
leader  and  has  recently  been  repack-         For  more  details  either  contact 

aged  would  seem  to  be  sufficient  your  local  Numark  wholesaler  or 

recommendation.  Geoff  Bass  at  Numark  Central 

The  fact  that  Numark  are  offer-  Office,  51  Boreham  Rd,  Warminster, 

ing  a  17V2%  discount  on  a  £60  order  Wiltshire.  Telephone  0985  215555. 


NU/Vlr 


COUNTERPOINTS 


Spring  colours  from  Innoxa  have  a 
pastel  feel,  with  pink  and  purple 
the  dominant  shades. 

The  Colour  Inspirations 
collection  is  designed  to  team  with 
Summer's  soft  linens  and  silks, 
and  offer  three  eyeshadow  duets: 
moonstone/rose  petals; 
aquamarine/truly  peach  and  silver 
orchid/sweet  lavender,  teamed 
with  wild  violet  kohl  pencil  and 
charcoal  mascara.  Skintones  are 
soft,  achieved  with  beige 
moisturised  liquid  make-up,  and 
golden  sable  loose  or  pressed 
powder,  with  soft  blusher  colour 
in  poppy  rouge.  And  for  lips  and 
nails,  antique  rose.  Innoxa 
(England)  Ltd.  Tel:  0323  641244. 


Farillon  three 

Farillon  have  been  appointed  by 
Efamol  Ltd  to  distribute  the 
Efamolia  range  of  skin  care 
products  from  February  1 . 

Brands  involved  are  moisture 
cream,  skin  lotion  and  enriched 
night  cream.  Farillon  Ltd.  Tel: 
04023  71136. 


Help  is  at  hand 


H.C.  Bexfield  have  introduced  a 
range  of  manicure  products  at  less 
than  £1  each. 

The  Silks  Collection  consists 
of  nail  clippers,  nail  files,  cuticle 
implements  and  tweezers  in 
various  sizes,  individually  carded 
and  chromium  or  gold  plated. 
Cream  presentation  boxes  are 
also  available,  holding  five-piece 


INFORMATION  •  FOR  ■  PHARMACISTS 


Couldn't  you  and  your  assistant  use  a  small 

amount  of  help  sometimes?  Are  you 
depressed  by  mundane  clerical  tasks? 
Frustrated  by  how  long  they  take  in  a  busy  shop? 
Is  there  never  enough  time  to  do  everything  properly? 

Well  you'll  be  pleased  to  learn  that  help  is  at  hand,  in  the 
shape  of  Link. 

We'll  be  glad  to  introduce  you  to  the  benefits  of  Link 
Systems,  it  will  take  the  work  out  of  stock  ordering,  simplify 
the  production  of  labels,  provide  up  to  the  minute  pharmacy 
news.  With  just  a  small  amount  of  instruction,  you'll  be  able 
to  handle  all  these  tasks  quickly  and  efficiently,  leaving  you 
able  to  attend  to  your  customers  and  giving  you  the  time  to 
look  after  your  pharmacy. 


PHONE  LINK-LINE  ON  0928  717070  Ext  302 
NOW  FOR  SOMEONE  WHO  REALLY  CAN  HELP. 


LINK 

PHARMACY 
S  Y  STEMS 

Available  from  your  local 
AAH  GROUP  WHOLESALER 


manicure  sets  with  the  gold  plated 
design  (£6.99)  and  the  chrome 
finish  set  (£5.99). 

The  company  belives  that  any 
outlet  could  introduce  a  basic 
manicure  selection  for  as  little  as 
£50  to  £60.  The  range  is  available 
from  company  representatives, 
wholesalers  or  direct  from  H.C. 
Bexfield  Ltd.  Tel:  0909  772866. 


Christy 
make  it 
clear 

Thomas  Christy  are  launching  an 
addition  to  the  Lee  Nails  range. 

Lee  press-on  clear  nails 
(£3.95)  are  specifically  designed 
for  those  who  wish  to  wear  their 
favourite  shade  of  nail  enamel,  but 
need  the  help  of  false  nails.  They 
are  available  in  two  lengths  — 
active  and  natural.  The  original 
active  length  clear  nails  are 
presented  in  black  and  silver 
packs.  The  natural  length  are 
longer  than  active  and  are 
presented  in  black  and  gold  packs. 

A  display  outer  for  the  new 
nails  holds  24  packs  in  total  — 
twelve  of  active  length  and  twelve 
of  natural  length.  Thomas  Christy 
Ltd.  Tel:  025229911. 


Sterling  Medicare's  Esemtan  has! 
been  rebranded  Lysaldin  bodyf 
wash  (450ml  £2.60),  and', 
together  with  Lysaldin  aerosol 
cleansing  foam  (500ml  £5.20),  is 
available  through  distributors 
Thames  Valley  Medical  Ltd.  Tel: 
0734  595835.' 


Skincare  takes  on 
a  healthy  glow 


Continuing  consumer  interest  in 
health  and  fitness  means  a  rosy 
future  for  skincare,  says  a  new 
Retail  Business  report  from  the 
Economist  Intelligence  Unit. 

The  report  suggests  that  the 
"therapeutic-style  positioning"  of 
skincare  encourages  usage  by 
women  who  are  otherwise  not 
particularly  interested  in  beauty 
products  —  though  heavy  users 
are  likely  to  be  interested  in 
beauty  care  generally.  The  report 
claims  that  the  toiletry  sector  has 
profited  most  from  the  trend,  as 
more  and  more  women  choose 
products  they  can  afford  to  use 
regularly.  The  report  is  less 
enthusiastic  about  the  current 
crop  of  premium-priced  anti- 
ageing  products  whose  prospects, 
it  says,  are  "less  certain." 

The  report  says  that 
moisturisers  still  form  the 
backbone  of  the  skincare  market, 
with  40  per  cent  of  the  total, 
followed  by  cleansers  with  18  per 
cent  and  hand  and  body  products 
with  a  16  per  cent  share. 

The  report  places  Boots  at 
number  one  in  the  total  market, 
largely  because  it  does  well  across 
all  sectors  without  necessarily 
being  top  in  any  one .  Avon  comes 
second  for  similar  reasons. 


Richardson- Vicks'  20  per  cent 
share  of  the  moisturiser  market 
with  Oil  of  Ulay  gives  it  third  place 
overall,  followed  by  Estee  Lauder 
and  Chesebrough-Ponds,  with 
Smith  and  Nephew  not  far  behind. 

Boots  also  comes  out  on  top  in 
terms  of  sales  by  outlets,  with  a  35 
per  cent  share  of  the  market. 
Chemists  have  10  per  cent, 
beaten  into  fourth  place  by 
department  stores  with  17  per 
cent  and  direct  sales  operations 
with  15  per  cent.  Drugstore  and 
grocery  outlets  have  8  and  6  per 
cent  respectively,  while  the  Body 
Shop,  though  only  included  in  the 
"other  outlets"  share  of  4  per 
cent,  probably  accounts  for  about 
half  that  sector  total,  says  the 
report. 

The  report  notes  a  growing 
trend  of  acquiring  rather  thar 
developing  new  products,  which  it 
says  is  prompted  by  the  high  costs 
of  developing  and  launching  ir 
the  skincare  market  and  highlights 
the  "major  shake-up"  in 
ownership  over  the  past  couple  of 
years,  with  major  take-overs  by 
Proctor  and  Gamble,  Unilever  and 
Revlon.  Retail  Business  No  359, 
The  Economist  Intelligence  Unit, 
40  Duke  Street,  London  Wl/ 
WW. 
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WHY  EVERY  CHEMIST  Sri 


Nowadays  it's  not  only  fitness  fanatics 
who  are  careful  to  take  good  care  of 
their  body.  More  and  more  people  of  all  ages 
are  beginning  to  take  regular 
exercise  and  eat  a  well  balanced  diet. 

This  is  partly  due  to  the 
governments  advertising  campaigns 
alerting  us  to  the  dangers  and 
urging  us  to  change  our  habits. 

Fortunately,  the  message 
seems  to  be  getting  through. 

People  are  making  an 
effort  to  smoke  less  cigarettes, 
drink  less  alcohol,  and  eat  less  red  meat  and 
fatty  foods. 

At  the  same  time,  jogging,  swimming 
and  other  forms  of  exercise  are  becoming 
increasingly  popular. 


O 


THE  IMPORTANCE  OF  FISH  OIL 
ne  of  the  ways  to  improve  our  die 


to  increase  our  intake  of  EPA. 

As  you  may  know,  EPA 
an  important  Protective  Polyu: 
saturate  found  almost  exclusrl 
in  pure  fish  oils. 

EPA  is  thought  to  plai 
major  role  in  maintaining  nori) : 
blood  lipid  levels.  Indeed, 
researchers  often  point  to  the  hf 
levels  of  EPA  in  the  diets  of 
eskimos  to  explain  their  enviai/l' 
health  record  in  respect  of  certain  disease;!  L 
(Their  EPA  intake  is  20  times  higher  than  ov  t 
Despite  this  fact  few  people  in  Brit « 
eat  enough  oily  fish  to  significantly  increase  tbj; 
level  of  EPA.  And  that's  where  you  can  help.  | 


r 


^ummwmm-  MHMU  MMMOH| 


ILD  TAKE  IT  REGULARLY 

PROFESSIONAL  FRIENDLY  ADVICE  The  blend  is  derived  only  from  the  flesh 

Many  people  are  simply  unaware  of       of  specially  selected  oily  fish  that  # 
EPA  and  how  it  can  benefit  them.      guarantees  a  standardised  level  of 
urally  we're  not  suggesting  that  you  Extra  Protective  Action  polyunsaturates, 

ure  your  customers.  ;:!MjjS:?!??!!^!Sr?l  Just  two  capsules  ol  Pulse 

But  a  friendly  and  concerned  BplP^JPSi  each  day  is  sufficient  to  double  the 
:e  of  advice  from  a  professional  »yyP       level  of  EPA  in  most  people  s  diet, 

mist  will  at  least  make  most  people     ~i|§§jj-^^*  if  por  more  information,  and  to 

sider  it  carefully.  order  your  stocks  of  Pulse,  contact 

Eating  lots  of  oily  fish  is  still  the  best  your  usual  representative  or  write  to  us  at  the 
'  to  guarantee  a  regular  intake  of  EPA.  address  below. 

However,  we  know  that  most  British  SEVEN  SEAS 

ilies  find  this  unappealing.  TM 
rherefore  the  simple  alternative  is  to  Wjmm     mm  mT^ m 

a  natural  EPA  supplement  like  Seven  B      Ml  JPM__^M__ 

i  Pulse. 

Pulse  soft  capsules  contain  a  special      PROTECTIVE  FISH  OIL  CAPSULES 
entrated  blend  of  pure,  natural  fish  oils.  Seven  Seas  Health  Care  Ltd.,  Hedon  Road,  Hull  HII9  5NJ. 


GO 


THING  WORKS 
BETTER  THAN  A 


BUTLER  G  U  M 


TOOTHBRUSH 


The  Butler  G-U-M  toothbrush  doesn't  have  an  angle. 
Not  in  its  head.  Not  in  its  handle.  Along  with  a  lot  of 
other  gimmicks  (shown  in  this  collection  of  antique  tooth- 
brushes), angles  have  been  tried  before  and  found  wanting. 
The  Soft  Butler  G-U-M  toothbrush  was  designed  by  a  dentist  and 
refined  in  our  own  laboratories.  Careful  attention  to  detail  makes  the 
handle,  head,  and  bristles  work  better  and  harder.  The  handle  is  large 
and  easily  managed.  The  head  is  rounded  to  contact  molar  areas 
unimpeded  and  the  dome-shaped  trim  allows  bristles  to  reach  deep  into 
sulcus  without  bunching  up.  Bristles  are  satinized,  rounded  and  tapered  with 
original  Butler  exclusive  process  to  provide  interdental  penetration  without 
traumatizing  tissue.  The  Butler  G-U-M  brush  works  to  remove  plaque  without 
chemicals.  It  works  to  reduce  and  prevent  gingivitis.  It  works  to  keep  gums  healthy. 
These  are  the  facts  that  have  been  proven  by  actual  dental  studies. 

The  next  time  you  dispense  a  toothbrush,  don't  be  misled  by  all 
the  angles.  Choose  the  brush  that  has  proven  to 
work— the  Butler  G-U*M. 


%  Gum 


Find  out  more  about  the  complete  range 
of  Butler  Oral  Hygiene  Products 


Butler 


John  O.  Butler  Company 

Distributed  in  the  U.K.  by: 

Den-Tal-Ez  Dental  Products  (GB)  Limited,  Cleveland  Way, 
Hemel  Hempstead,  Herts,  HP2  7DY  Tel.  (0442)  69301 


COUNTERPOINTS 


Farleys  and  Scott 
team  up 


In  the  pink 

Nelsons  have  repackaged  their 
Chamomilla  teething  granules 
presentation  pack  (£1.99).  The 
tablets  are  labelled  in  a  pink  livery 
and  packaged  in  dozens  in  a 
matching  merchandiser. 

Its  prominent  indication  for 
teething  means  that  it  may  be 
removed  from  the  other 
homoeopathic  remedies  and  sold 
in  alternative  relevant  positions, 
say  Nelsons.  Their  1988 
advertising  will  feature  the 
teething  granules. 

Presentation  packs  will  be 
discounted  by  £1  off  the  normal 
trade  pack  price.  A.  Nelson  &  Co. 
Ltd.  Tel:  01-946  8527. 


Nappy  days 

Robinsons  of  Chesterfield  are 
expanding  their  Cosifits  range 
with  the  introduction  of  childsize 
(20  £2.99)  to  complement  the 
existing  newborn,  medium  and 
toddler  sizes. 

In  a  consumer  offer  which  runs 
until  July,  the  company  is  offering 
a  free  change  bag  with  four  proofs 
of  purchase  from  standard  packs. 

Newborn  42s,  medium  30s, 
toddler  24s  and  new  childsize  20s 
will  all  be  flashed  and  the  company 
will  also  be  supplying  a  range  of 
POS  material.  Robinsons  of 
Chesterfield.  Tel:  024631101. 

Intercare 
take  Tixylix 

Intercare  Products  have  taken 
over  the  distribution  of  May  & 
Baker's  OTC  children's  cough 
linctus,  Tixylix. 

During  February  and  March, 
the  Tixylix  television  commercial 
will  appear  on  Thames  television. 
Distributors  Intercare  Products 
Ltd.  Tel:  0734  790345. 

Spikey  signs 
Countercall 

Colman's  of  Norwich  have 
appointed  Countercall  to 
distribute  Robinsons  baby  foods 
and  drinks  on  a  permanent  basis. 

Colman's  report  that  a  six- 
month  test  period  was  "highly 
successful".  Says  Deborah 
Wilson,  Robinsons  senior  product 
manager:  "We  believe 
Countercall's  expertise  will 
enable  us  to  offer  chemists  an 
improved  service  and  stronger 
promotional  support  in  1988." 
Colman  's  of  Norwich.  Tel:  0603 
660166. 


Scott  and  Crookes  Healthcare  are 
joining  forces  over  the  next  two 
months  in  a  major  cross-branded 
promotion  on  Scott's  Baby  Fresh 
babywipes  and  Farley's  Rusks. 

The  on-pack  promotion,  which 
is  said  to  be  worth  £300,000,  will 
offer  consumers  buying  packs  of 
18  rusks  20p  off  their  next  Baby 
Fresh  purchase  and  those  buying 
a  pack  of  nine  rusks  a  lOp  saving. 
Farley's  will  be  flashing  the  offer 
on  around  two  million  packs, 
which  will  carry  the  discount 
coupon  on  the  back. 

"Almost  all  mothers  buying 
Scott's  Baby  Fresh  are  potential 
rusk  purchasers,   so  we  will 


Reevecrest  Healthcare  have 
brought  out  Pre-ment-eze  (66 
tablets  £2.95),  a  combination  of 
vervain,  gentian,  motherwort, 
Pulsatilla,  uva  ursi  and  valierian  for 
alleviating  the  symptoms  of  pre- 
menstrual tension.  The  sufferer 
should  take  two  tablets,  three 


Nelson's  have  expanded  and 
repackaged  their  introductory 
homoeopathic  remedy  selection. 
The  selection  now  includes  their 
new  cream  range. 

The  starter  packs  consists  of 
the  six  most  popular  constituents 
of  the  classical  series:  aconite 
tablets,  arnica  tablets,  arsen  alb 
tablets,  gelsemium  tablets,  nux 
vom  tablets,  and  rhus  tox  tablets. 

In  addition,  it  now  includes 
arnica  cream  for  bruises,  ointment 
for  burns  and  hypercal  cream  for 
cuts  and  sores,  as  well  as  hypercal 
tincture  and  pyrethum  liquid  for 


increase  the  value  of  both 
products,"  says  Farley's  senior 
product  manager  Rodney  Cowan. 

Steve  Lyons,  Baby  Fresh 
brand  manager,  adds:  "With  70 
per  cent  distribution  and  an  83  per 
cent  market  share,  Farley's 
Rusks  are  a  partner  with 
unrivalled  stature  which  should 
give  us  a  strong  increase  in  trial . ' ' 

The  deal  will  be  announced  to 
consumers  with  a  campaign  in  the 
mother  and  baby  Press,  including 
Mother,  Mother  &  Baby  and 
Parents  during  February  and 
March.  Scott  Ltd.  Tel:  0342 
27191.  Crookes  Healthcare  Ltd. 
Tel:  0602  507431. 


times  daily  commencing  ten  days 
before  their  period  and  finishing  on 
its  second  day. 

The  Department  of  Health 
have  given  Pre-ment-eze  a 
product  licence  (No  0250/5211). 
Reevecrest  Healthcare  Ltd.  Tel: 
0486825738. 


bites  and  stings.  The  pack  (£15) 
forms  a  "homoeopathic  first  aid 
kit,"  say  A.  Nelson  &  Co.  Ltd. 
Tel:  01-9468527. 


Going 
national 

A  repackaged  Castellan  No  10 
cough  mixture  is  set  to  make  its 
national  debut  next  month 
following  a  successful  test  market 
on  Merseyside  and  in  North 
Lancashire. 

Castellan  No  10  appears  in 
100ml  (£1.37)  and  200ml  packs 


h  Castellan 


(£1.89),  and  Pharmagen  are 
offering  below  the  line  support  of 
14  as  12  for  the  launch  period. 
Pharmagen  Ltd.  Tel:  0928 
717070. 


Feet  first 

Vinaflex  Ltd  are  launching  a  range 
of  plastic  sandals,  designed  for  use 
in  showers  to  eliminate  the  risk  of 
conditions  like  verrucas  and 
athlete's  foot. 

Comfitt's  Shower  Shoes  come 
in  red,  blue  or  white,  and  in  small, 
medium  and  large  sizes.  Vinaflex 
Ltd.  Tel:  0533  696131. 


Numark  are  offering  discounts  on 
orders  for  their  Nucross 
dressings:  17.5  per  cent  on  orders 
of  £60,  12.5  per  cent  on  £30. 
Independent  Chemists  Marketing 
Ltd.  Tel:  0985  215555. 


Mates  Healthcare  are  introducing  a 
variety  pack  of  Mates  condoms, 
called  Playmates  (£1).  Mates 
Healthcare  Ltd.  Tel:  0256840011. 


Retail  Systems  &  Design  Ltd. 

Complete  design  and 
shopfitting  service  for  the 
modern  pharmacist. 


7  Crookham  Road.  Fleet.  Hants.  GU13  8DP       Tel:  (0252)  626218 


Pre-ment-eze  PMT  licence 


Nelson  starter  pack  expands 
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PT  SPECIALS 


Dalacin  T  topical  solution 


Upjohn  are  introducing  a  new 
topical  solution  for  the  treatment 
of  moderate  to  severe  acne. 
Dalacin  T  Topical  Solution  is  a 
solution  containing  lOmg 
clindamycin  per  ml  presented  in  a 
Dab-O-Matic  bottle  for  twice  daily 
application. 

Manufacturer  Upjohn  Ltd, 
Fleming  Way,  Crawley,  West 
Sussex  RH10  2NJ 
Description  Clear,  colourless 
solution  containing  lOmg/ml 
clindamycin  as  clindamycin 
phosphate,  isopropyl  alcohol, 
propylene  glycol  and  water 
Uses  Short  term  treatment  of 
moderate  to  severe  acne  vulgaris 
Dosage  Apply  a  thin  film  of 


Dalacin  T  twice  daily  to  the 
affected  area  for  up  to  12  weeks 
Contraindications  Patients 
hypersensitive  to  clindamycin. 
Not  recommended  for  use  in 
patients  sensitive  to  lincomycin 
Warnings  Post-marketing 
studies  have  indicated  low 
incidence  of  pseudomembranous 
colitis  with  Dalacin  T.  However,  if 
diarrhoea  occurs,  the  product 
should  be  withdrawn  immediately. 
Dalacin  T  contains  an  alcohol  base 
which  can  cause  burning  and 
irritation  of  the  eye.  In  the  event 
of  accidental  contact  with 
sensitive  surfaces,  bathe  with 
copious  amounts  of  tap  water. 
The  solution  has  an  unpleasant 


taste.  Safety  in  pregnancy  is  not 
established,  and  it  is  not  known 
whether  clindamycin  is  excreted 
in  human  milk  following 
administration  of  Dalacin  T. 
Products  containing  benzoyl 
peroxide  should  not  be  used 
concurrently  with  Dalacin  T. 
Side  effects  Skin  dryness  is  the 
most  common.  Others  include 
skin  irritation,  contact  dermatitis, 
oily  skin,  Gram-negative 
folliculitis,  gastrointestinal 
disturbances  and  abdominal  pain 
Supply  restrictions  POM 
Packs  30ml  bottle  with  integral 
applicator 

Products  Licence  0032/0135 
Issued  January  1988 


Froben  SR  capsules  from  Boots 


Boots  are  introducing  a  once-daily 
presentation  of  their  non-steroidal 
anti-inflammatory  drug  Froben. 

The  company  says  that  use  of 
"state  of  the  art"  sustained- 
release  technology  has  produced 
a  formulation  designed  to  ensure 
that  plasma  concentrations  of 
flurbiprofen  are  maintained 
between  daily,  evening,  doses. 
Manufactuer  The  Boots 
Company  pic,  Nottingham  NG2 
3AA 


Description  Hard  gelatin 
capsules  with  a  yellow  opaque  cap 
and  a  transparent  yellow  body 
containing  white  to  off-white 
beads  and  printed  "FSR"  in 
black.  Each  capsule  contains 
200mg  flurbiprofen  in  sustained 
release  form 

LIses  Osteoarthritis,  rheumatoid 
disease  and  ankylosing  spondylitis 
Dosage  One  capsule  daily, 
preferably  taken  in  the  evening, 
after  food.  Not  recommended  for 


children  under  12 
Contraindications,  Side 
effects   etc   As   for  other 
flurbiprofen  preparations 
Interactions  The  effects  of 
anticoagulants  may  be  increased 
and  diuretics  decreased 
Supply  restrictions 
Prescription  only  medicine 
Packs  Container  of  30  capsules 
(£12.80  trade) 

Product  Licence  0014/0327 
Issued  January  1988 


Intron  A  in 
genital  warts 

Intron  A  has  been  licensed  for  the 
treatment  of  condylomata 
acuminata  (genital  warts). 

The  recommended  dose  is  1 
million  iu  in  0.1ml  by  intralesional 
injection  three  times  weekly  on 
alternate  days  for  three  weeks. 
Maximum  clearance  of  lesions 
occurs  four  to  eight  weeks  after 
starting  the  course.  Up  to  five 
warts  may  be  treated  at  one  time 
and  the  maximum  weekly  dose  is 
15  million  iu.  Mild,  transient  flu- 
like symptoms  may  be  relieved 
with  paracetamol.  Injection  site 
reactions  appear  to  be  due  to 
manipulation  of  the  wart  rather 


than  Intron  A  therapy. 

The  interferon  is  believed  to 
act  in  three  ways  —  by  inhibiting 
replication  of  the  human  papilloma 
virus  responsible  for  condylo- 
mata, by  boosting  the  immune 
system  and  by  inhibiting  growth  of 
the  infected  cells. 

In  a  12-week  trial  involving  91 
patients,  the  warts  cleared 
completely  in  53  per  cent  of 
patients  receiving  1  million  iu 
three  times  weekly  for  three 
weeks,  compared  with  19  per  cent 
treated  with  100,000  iu  interferon 
and  14  per  cent  on  placebo.  Other 
trials  showed  36  per  cent  of 
patients  cleared  with  1  million  iu; 
this  group's  mean  wart  area 
decreased  by  63  per  cent.  When 
patients  were  treated  with  a 
second  course  after  unsuccessful 
first  treatment  with  interferon  or 


placebo,  40  per  cent  and  47  per 
cent  became  clear.  After  an 
average  of  one  year,  83  per  cent  of 
patients  remained  free  of  warts. 
Kirbv-  Warrick  Pharmaceuticals 
Ltd. 'Tel -.0638-716321. 


Crystapen 
recall 

Glaxo  Laboratories  are  recalling 
batch  G86F17  of  Crystapen  6g, 
due  to  the  discovery  of  a  single 
contaminated  vial.  Anyone  holding 
any  of  the  batch  should  inform 
Vivien  Elkins,  administration 
manager,  Glaxo  Laboratories  (tel: 
01-422  3434)  who  will  arrange 
collection. 


Balneum 
extensions 

Two  new  additions  from  E.  Merck 
join  their  Balneum  bath  oil. 
Balneum  with  tar  (P)  is  a  medicinal 
bath  oil  which  combines  the 
emollient  properties  of  the 
Balneum  with  the  properties  of  a 
coal  tar  distillate,  say  Merck. 
Baltar  shampoo  (GSL)  is  a  soap 
free  cleansing  agent  with  tar  in  a 
formulation  designed  to 
encourage  patient  compliance. 

Balneum  with  tar  (225ml 
£3.72)  is  a  clear  brownish-black  oil 
containing  55  per  cent  w/w  soya 
oil  and  30  per  cent  w/w  coal  tar 
distillate.  It  is  recommended  to 
treat  eczema,  psoriasis,  pruritic 
dermatoses  and  ichthyosis.  For 
adults  one  measure  (20ml)  added 
to  bath  water  (100  litres):  for 
children  over  two  years,  10ml  in 
50  litres  is  sufficient.  Two  to  three 
baths  weekly  for  up  to  20  minutes 
are  recommended. 

Baltar  shampoo  (225ml  £2.63, 
500ml  £4 . 60)  is  a  light  brown  clear 
liquid  for  application  to  the  scalp. 
It  contains  1.5  per  cent  w/w  coal 
tar  distillate  for  the  treatment  of 
scalp  disorders  such  as  psoriasis, 
eczema,  dandruff  and  seborrhoeic 
and  pruritic  dermatoses.  It  should 
be  used  once  to  three  times 
weekly  or  as  directed.  The 
shampoo  should  be  well  massaged 
in  to  the  wet  scalp  and  hair  to  form 
a  rich  lather,  left  for  one  minute 
then  rinsed  and  repeated.  E. 
Merck  Ltd.  Tel:  0420  64011. 


BRIEFS 


Rheomox  tablets  are  now  being 
manufactured  engraved  "AHR"; 
present  tablets  monogrammed 
"Rheumox  600"  will  be 
discontinued  when  stocks  are 
exhausted.  Colour  is  unchanged. 
A.H.  Robins  Co  Ltd.  Tel:  0293 
560161. 

Suscard  Buccal  tablet  packs  are 
changing  from  glass  bottles  (in 
cartons)  to  cartons  containing  100 
tablets  in  ten  strips  often  tablets. 
Quantity  and  price  of  lmg,  2mg 
and  3mg  tablets  unchanged:  5mg 
tablets  change  from  60-tablet  to 
100-tablet  packs  (£28.17  trade). 
PharmaxLtd.  Tel:  032291321. 
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And  you'll  be  seeing  a  lot  more  of  us  too.  Because,  from  February  '88  the  'Tixylix' 
television  commercial,  featuring  all  our  little  characters,  goes  out  onThamesTele vision. 

'Tixylix'  is  the  OTC  Pharmacy  Medicine  which  gently  soothes  children's  coughs  to  sleep. 
And  whilst  they  are  asleep,  Tixylix'  is  busy  relieving  other  symptoms  of  colds  like  sore 

throats,  runny  and  blocked  up  noses. 

™~~      M&B      "~  So  while  'Tixylix"  is  helping  to  soothe 

I  TIWYIF  T1W  thousands  of  children  "s  coughs  to 

11 V  lili^    sleep  -  wake  up  your  sales  by 

ordering  more  'Tixylix"  now. 


Soothes 
children's 
coughs  to 
sleep 


Distributor  Intercare  Products  Limited 
For  May  &  Baker  Limited. 


INTERCfiRE)  Intercare  Products  Limited 


Building  brands  for  you  and  your  customers. 


COUNTER  PRESCRIBING  FACT  SHEET  PRESENTATION:  l  ixyhx  is  a  blackcurrant  flavoured  cough  linctus  developed  specifically  for  children.  Each  bottle  contains  KKtrnl  linctus.  ACTIVE 
INGREDIENTS:  Each  5ml  linctus  a  mtains  Promethazine  hydrochloride  It  P  I  Smg,  Pholcodinc  B  P  I  Sing.  USES:  Tixylix'  provides  symptomatic  relief  ol  coughs  and  colds  in  children  It  is  particularly 
beneficial  for  night  coughs  PRINCIPAL  ACTION:  'Tixylix'  contains  both  an  antihistamine  ( Promethazine  hydrochloride)  and  a  cough  suppressant  ( Pholcodine).  Promethazine  hydrochloride  is  a 
phenothiazinc  derivative  It  has  a  prolonged  antihistamine  action  Promethazine  hydrochloride  also  has  marked  local  analgesic  properties  Pholcodine  is  a  cough  suppressant  but  has  little  analgesic  action 
It  can  relieve  local  irritation  of  the  respiratory  tract  tor  about  4  to  5  hours  Pholcodine  is  indicated  lor  the  relict  ol  unproductive  cough  RECOMMENDED  DOSAGE::  Shake  the  bottle  before  use 
Children  3-5  years:  one  5ml  spoonful,  ft- 10  years:  one  to  two  5ml  spoonfuls. To  be  taken  2-3  times  a  day  CONTR  A-INDICATIONS  AND  WARNINGS  a)  As  with  other  products  containing  antihistamines 
Tixylix'  carries  the  following  statutory  warning  -  'May  cause  drowsiness.  If  affected  do  not  drive  or  operate  machinery.  Avoid  alcoholic  drink.'  b)  Parents  arc  advised  to  consult  their  pharmacist  or  doctor  if  their 
jhild  is  taking  prescribed  medicines  c  (There  is  a  warning  against  exceeding  the  stated  dose  PHARMACEUTICAL  PRECAUTIONS:  Tixylix'  should  be  protected  I  mm  light  and  stored  at  a  temperature  below 
p'C.  LEGAL  CATEGORY:  Pharmacy  medicine.  PRODUCT  LICENCE  NUMBER:  PL  12/0150.  PA  40/50/1.  MANUFACTURER:  and  owner  of  Trade  Mark  'Tixylix':  May  &  Baker  Ltd. .  Dagenham,  England 
MSTRIBUTOR:  Intercare  Products  Ltd.  .Wokingham,  England  January  1UK8 


IMPORTANT  NOTICE.  BREAST  MILK  IS  THE  PREFERRED  FOOD  FOR  BABIES.  THE  OSTERMILK  RANGE  IS  INTENDED  TO  REPLACE  BREAST  MILK  WHEN  BREAST-FEEDING  IS  NOT  POSSH 


—  ]  Farley  s  I  Igjjffil 

Parleys 

Recommended  fa  extra  satisfaction 

Recommended  for  growing  appetites 

[  ^  j 

At  Farley's  we  have 
been  busy  building 
health  professional 
recommendation  for 
the  OsterMilk  range. 

And  mums  every- 
where are  now  coming 
through  your  doors  to 
look  for  them. 

So  stock  the  full 
range,  display  them 
prominently  and  watch 
your  sales  figures  build. 


J  Parleys 

Ost&r 


Recommended  from  birth  onwards. 


FARLEY   HEALTH   PRODUCTS  LIMITED, 
THANE   ROAD,  NOTTINGHAM. 


MOTHER  ELECTS  NOTTO  BREAST-FEED.  INFANT  FORMULA  SHOULD  ALWAYS  BE  PREPARED  ACCORDING  TO  THE  FEEDING  GUIDE  AND  MIXING  INSTRUCTIONS  ON  THE  PACK. 


Coppei  Coppertone 


TOTAL  SUNBLOC 

ULTRASH/ 

2c 


LITE  SUNSCREEN 
CREAM 


enriched  with  Vitamin  E, 
Aloe  and  Jojoba 

WATERPROOF 


Coppertone 

NIGHT  REPAIR  COMPLEX 

DEEP 
MOISTURISING 
AFTERSUN 


Hypo-allergenic 
Oil-free 


Wg#'  Coppertc  Coppertpf  Coppertonr 


NATURAL  TAN  ACCELERATOR 

PRE-SUN 
MILK 


transform  yourself  with  a 
faster  natural  tan 


150  m! 


1987  Consumer  Sales  up  60%  •  Fastest  Growing  Brand  in  Pharmacy 
•  Heavyweight  Promotional  Support  •  No  Risk  Policy 


For  further  information  see  your  Scholl  representative  or  call  01 253  2030 


SUNPREPS 


While  BBC  weatherman  Ian 
McCaskill  does  his  best  to 
bring  good  news  on  the 
weather  front,  C&D  rounds 
up  what  sun  prep  suppliers 
have  in  store  for  1988 


SHIC 


Despite  the  UK's  non-Summer,  1987  was  a 
good  year  for  sun  preparation  manufacturers. 

For  the  year  ending  October  1987  sales 
were  up  19  per  cent  by  value,  Imogen 
Matthews  at  Syndicated  Data  Consultants 
recently  told  C&D.  The  market  at  that  time 
was  valued  at  some  £62m  split  between  sun 
tan  products  (80  per  cent  by  value),  after  sun 
(13  per  cent)  and  artificial  tanning  preparations 
(7  per  cent). 

Business  was  no  doubt  helped  by  the 
numbers  of  Brits  who  decided  to  take  their 
holidays  abroad  last  year.  That  is  reflected  in 
the  manufacturers'  estimates  of  how  much  of 
their  product  was  bought  to  take  on  holiday 
outside  the  UK  —  in  1987  it  just  topped  the  50 
per  cent  mark. 

Chemists  (including  Boots)  sold  around  64 
per  cent  by  value  of  sun  preparations,  say 
SDC.  But  when  independents  are  looked  at 
separately  the  picture  is  not  so  good;  they 
actually  lost  around  5  percentage  points  in 
1987  putting  their  share  of  the  market  at 
around  20  per  cent  compared  with  some  25 
percent  in  1986. 

This  slip  has  particularly  worried  Windsor 
Pharmaceuticals  who  believe  pharmacists  are 
not  making  enough  of  displaying  sun 
preparations.  Others  have  also  commented 
that  the  sun  preps  market  is  one  where  there 
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SUNPREPS 


is  a  need  for  information.  Imogen  Mathews 
agr  ees,  saying  that  products  have  tended  to  do 
well  when  they  have  been  sold  by  consultants 
(eg  the  more  expensive  brands)  who  spend 
time  explaining  them  to  consumers. 

Recognising  consumers'  need  for  more 
information  about  getting  a  tan  and  using  sun 
tan  products  two  new  "advisory  services" 
have  been  set  up  for  this  Summer  —  by  Ciba 
and  Smith  &  Nephew  —  offering  advice  on 
what  one  describes  as  "this  essentia!  area  of 
skin  care". 

Other  trends  in  the  market  include  a 
general  move  away  from  oil  formulations  to 
creams  and  lotions.  This  might  be  connected 
with  the  trend  towards  people  buying  products 
with  higher  SPFs  which  cannot  easily  be 
formulated  in  oil-based  products,  but  it  might 
also  be  stimulated  by  people  thinking  that  in 
some  way  creams  and  lotions  are  better  for 
their  skin. 

Some  suppliers  have  seen  SPFs 
themselves  as  a  source  of  confusion  for  many 
people  and  have  emphasised  skin  type  on 
repackaged  ranges  to  make  it  easier  for 
consumers  to  decide  which  product  might  suit 
them  best.  The  Jungle  Formula  Compnay 
does  not  use  SPFs  to  classify  its  products  at  all 
because  they  feel  protection  factors  can  be 
misleading.  Managing  director  Tom  Lowes 
says  "the  problem  with  SPFs  is  that  there  is 
no  standard  system  across  the  market. ' ' 

Moving  back  to  displaying  products,  some 
manufacturers  have  suggested  that  although 
around  75  per  cent  of  sun  preparations  are  sold 
between  May  and  September  that  still  leaves 
a  quarter  of  all  sales  made  during  the  Winter 
months.  For  that  reason  it  may  be  worth 
displaying  products  for  longer  or  as  Smith  & 
Nephew  suggest  keeping  a  few  products  on 
display  all  year. 


SUNSET 

Sunset  Marketing  are  hoping  to  increase 
distribution  of  their  self-tanning  cream 
(pictured  above)  and  suntan  cream  this  year 
following  their  decision  last  year  to  take  over 
the  bulk  of  sales  and  marketing  themselves  to 
prepare  for  launching  new  products.  Alan 
Smeaton,  director  of  Sunset  Marketing,  says 
'  'our  aim  is  to  provide  a  healthy  platform  for 


extension  of  the  range;  we  have  been  working 
on  new  product  development  and  are  hoping 
to  launch  next  season."  Sunset  Marketing 
Ltd.  Tel.  0772  433315. 

PIZBUIN 

Piz  Buin  is  claimed  to  have  been  among  the 
fastest  growing  brands  in  the  sun  care  market 
in  1 987  with  a  sterling  growth  of  almost  24  per 


THE  TRAUMA  OF  TANNING 


Consumer  awareness  of  the  detrimental 
effects  of  too  much  sun,  particularly  the  risk  of 
skin  cancer,  heightened  by  a  report  from  the 
Royal  College  of  Physicians  (RCP)  last 
Summer,  has  almost  certainly  played  its  part 
in  boosting  sun  preparation  sales. 

"The  sun  on  your  skin"  is  the  title  of  a 
"potted"  version  of  the  full  RCP  report 
compiled  by  Glasgow  dermatologist  Professor 
Rona  Mackie  and  intended  for  the  public. 

The  report  identifies  six  skin  types 
classified  according  to  their  reaction  to  UV-B 
—  the  part  of  the  spectrum  thought  to  be 
responsible  for  sunburn  which  in  turn  may  be 
a  promoter  for  skin  cancer.  The  six  skin  types 
are:  type  1,  never  tans  always  burns;  type  2, 
tans  with  difficulty,  burns  easily;  type  3,  tans 
easily,  burns  rarely;  type  4,  always  tans, 
never  burns;  type  5,  genetically  brown  skin 
(Asian),  and  type  6,  genetically  black  skin 
(Negroid). 

People  with  type  1  or  2  skin  are  likely  to 
suffer  sunburn  after  only  20  to  40  minutes 
exposure  to  midday  Summer  sun,  even  in 
Britain.  It  is  these  people  to  whom  the  report 
is  principally  aimed  since  they  are  at  the 
greatest  risk  from  the  more  dangerous 
malignant  melanoma. 

There  seems  little  doubt  about  the  link 
between  chronic  UV-B  exposure  and  basal 
and  squamous  cell  skin  cancers  (named  after 
the  cell  types  involved) .  These  types  of  cancer 
usually  affect  elderly  people  (average  age  70 
years)  and  are  found  particularly  among  those 
who  work  in  the  open  air  or  people  with 


outdoor  hobbies.  They  appear  on  exposed 
areas  such  as  backs  of  hands,  face  and 
forearms  and  are  most  common  in  fair  skinned 
people  in  countries  like  Australia  which  have 
long  hours  of  strong  sunlight. 

The  link  between  UV-B  exposure  and 
malignant  melanoma  is  less  clear  and  still  the 
subject  of  debate,  although  there  is  now  some 
evidence  for  an  association. 

The  RCP  report  describes  three  types  of 
malignant  melanoma  (derived  from  pigment 
cells)  and  although  they  are  less  common  than 
other  types  of  skin  cancer  they  are  more 
dangerous  because  they  are  invasive  and  can 
kill.  Again  they  occur  more  often  on  fair  skin. 

The  most  benign  form  is  lentigo  malignant 
melanoma  which  resembles  basal  and 
squamous  cell  cancers  in  that  it  appears  on 
elderly  skin  after  years  of  exposure  to  the  sun. 
Hence  it  is  seen  more  often  on  people  who 
work  outdoors.  The  cancer  usually  appears  as 
a  flat  brown  stain  on  the  cheek  and  grows 
slowly  over  many  years.  Eventually  it  may 
develop  a  raised  nodular  centre  indicating  it 
has  become  invasive  and  may  metastasise  — 
spreading  throughout  the  body. 

The  other  two  types  of  malignant 
melanoma  are  thought  to  be  associated  with 
repeated  exposure  to  short  bursts  of  high 
intensity  sunlight  resulting  in  sunburn.  These 
two  types  —  superficial  spreading  melanoma 
and  nodular  melanoma  —  are  seen  in  younger 
people  (average  age  50  years)  and  tend  to 
appear  on  areas  usually  covered  such  as  the 
trunk  and  in  people  who  work  indoors  rather 


than  outdoors. 

Superficial  spreading  melanomas  account 
for  half  the  melanomas  seen  in  the  UK,  says 
the  RCP  report.  They  appear  as  a  pigmented 
patch  usually  on  the  lower  leg  of  women  or  on 
the  back  of  men.  The  patch  has  an  irregular 
edge  and  is  usually  about  1cm  in  diameter 
before  it  is  noticed.  The  colour  is  a  mixture  of 
browns  and  reds.  Crusts  often  form  on  it  and 
it  may  bleed.  Nodular  melanomas  usually  grow 
on  the  trunk  as  a  reddish  brown  lesion  that 
develops  fairly  rapidly. 

A  comment  in  The  Lancet  at  the  time  the 
RCP  report  was  published  said  that  the  idea 
that  sunburn  might  be  implicated  in  increasing 
the  risk  of  developing  malignant  melanoma 
would  explain  why  the  incidence  of  this  type  of 
skin  cancer  in  Caucasians  has  been  steadily 
rising  at  5  per  cent  a  year  in  most  developed 
countries  for  the  last  30  or  40  years.  The 
Lancet  says  case  controlled  studies  have 
indicated  that  repeated  sunburn  is  associated 
with  an  increased  risk  of  subsequent 
melanoma  and  other  studies  have  shown  it  is  i 
much  more  common  in  fair  skinned  people 
who  burn  easily  and  tan  poorly. 

The  RCP  report  is  more  guarded  about  the 
possible  harmful  effect  of  UV- A  and  the  use  of 
sunbeds.  UV-A  does  not  cause  sunburn  as 
easily  as  UV-B  but  it  can  promote  skin  ageing, 
and  it  has  been  shown  to  cause  squamous  cell 
cancer  in  mice.  In  conclusion  the  RCP  report 
says  "at  the  moment  there  can  be  no 
guarantee  that  over-enthusiastic  use  of  a 
sunbed  is  without  risk." 


140 


CHEMIST  &  DRUGGIST  23  JANUARY  1988 


cent  against  growth  in  the  overall  market  of 
just  over  16  per  cent  year  on  year,  say 
suppliers  Ciba  Consumer  Pharmaceuticals. 

The  brand's  share  is  estimated  at  3  per 
cent  sterling. 

Two  new  products  join  the  Piz  Buin  range 
this  year  -  a  SPF 12  lotion  (125ml,  £6.95)  and 
an  allergy  lotion,  also  SPF  12  (125ml,  £8.20). 

A  new  advertising  campaign,  featuring  in 
major  women's  magazines  and  running  from 
May  to  September,  PR  activity,  promotions 
and  POS  material  are  planned  to  support  the 
products,  say  Ciba. 

Piz  Buin  brand  manager,  Aisling  Cloonan, 
says  that  the  allergy  lotion  is  unique  to  the 
market,  despite  there  being  20  known  sun 
allergies  thought  to  be  triggered  by  UVA  light. 

The  allergy  lotion,  which  should  be  applied 
before  sun  exposure,  contains  UVA  filters  and 
an  "anti-inflammatory"  substance  called 
Bisaburol  to  help  reduce  allergic  reactions, 
says  the  company. 

The  SPF  12  lotion  has  been  developed  for 
use  on  fair  or  sensitive  skin.  It  contains  both 
UVA  and  UVB  filters  and  is  water  resistant 
and  moisturising. 

From  April  there  is  to  be  a  Piz  Buin  suntan 
advisory  service. 

Ciba  say  that  even  after  many  years  people 
are  still  confused  about  how  to  use  sun  tan 
products  to  their  best  advantage.  With  their 
computer-aided  service  the  company  hopes  to 
improve  people's  knowledge  in  what  they 
describe  as  an  essential  area  of  skin  care. 

The  service  is  open  from  April  1  to 
September  30  and  can  be  contacted  on  0892 
515315.  When  consumers  call  and  leave  their 
name  and  address  they  will  be  sent  details 
including  a  questionnaire,  says  the  company 
Ciba  Consumer  Pharmaceuticals.  Tel:  0403 
50101. 


Discovered  early  enough  skin  cancer  can 
be  cured,  indeed  the  RCP  report  notes  that 
"thin"  melanomas  on  the  skin  surface  are 
easily  cured.  The  Report  lists  seven  points  to 
check  on  discovering  any  pigmented  patch  on 
the  skin:  1.  Does  it  itch  or  is  sensation  altered 
over  the  patch?  2.  Is  its  diameter  1cm  or 
j larger?  3.  Is  its  size  increasing;  4.  Is  its  border 
irregular  in  shape?  5.  Does  the  density  of  black 
and  brown  colour  vary  within  the  patch?  6.  Is 
the  patch  inflamed?  7.  Is  there  bleeding  or 
crusting?  If  the  answer  is  "yes"  to  three  or 
more  of  the  questions  the  RCP  report  advises 
showing  the  patch  to  a  doctor. 

According  to  The  Lancet  any  lesion  scoring 
3  or  less  when  answering  the  questions  is  said 
to  have  a  90  per  cent  chance  of  being  a  non- 
melanoma  whereas  any  lesion  scoring  five  or 
more  has  a  95  per  cent  chance  of  being 
melanoma. 

The  RCP  report  finishes  by  saying  that 
common  sense  should  be  used  when 
sunbathing  and  those  with  skin  types  1  or  2 
hould  be  particularly  careful.  The  report  says 
hat  sunburn  can  be  prevented  by  using  sun 
jScreen  preparations.  It  advises  to  look  for  one 
o  suit  an  individual's  skin  but  never  to  use  one 
with  sun  protection  factor  (SPF)  below  6,  and 
|:o  use  it  regularly,  repeating  applications 
luring  sun  exposure. 

As  well  as  those  with  fair  skin,  people 
aking  immunosuppressants  are  also  at  special 
risk  and  should  be  advised  to  avoid  sunlight 
vhile  taking  their  immunosuppressant  drugs, 
ays  the  RCP  report. 


NIVEASUN 

Next  month  Smith  &  Nephew  are  launching  a 
Nivea  Sun  advisory  service  which  they  hope 
will  help  maximise  sales  and  brand  loyalty  for 
their  recently  relaunched  brand.  Altogether 
this  year  the  company  plans  to  spend  £lm  in 
support  of  its  relaunched  Nivea  Sun  range, 
including  advertising  in  women's  Press. 

The  advisory  service  offers  a  literature 
pack,  designed  to  cover  all  aspects  of  the 
holiday  experience,  from  travel  requirements 
and  popular  resorts,  to  packing  hints,  travel 
essentials  and  advice  on  choosing  sun 
products. 

The  service  is  to  be  promoted  on  a  million 
in-store  leaflets  and  via  consumer  Press 
promotions  during  the  Summer,  say  the 
company.  Literature  packs,  "Nivea  Sun  Shjne 
Essentials",  are  available  free  from:  The 
Nivea  Sun  Advisory  Service,  161  South 
Liberty  Lane,  Ashton  Vale,  Bristol  BS32TL. 

The  company  explaiins  that  the  19-product, 
repackaged  Nivea  Sun  range  is  now  divided 
into  sub-ranges  to  meet  the  specific 
requirements  of  different  skin  types.  The  five 
ranges  offer  high  protection  for  sun-sensitive 
skins,  medium  protection  for  skin  that  tans 
normally,  low  protection  for  those  who  tan 
easily,  a  children  and  babies'  range  —  all  with 
water-resistant  formulations  —  and  Nivea 
after  sun  products.  Colour-coded  packs 
identify  each  range  in  dark  blue,  gold,  brown, 
dark  blue  and  pale  blue  respectively. 

Among  the  new  products  are  higher 
protection  creams  for  children  and  babies,  a 
water-resistant  tropical  milk  SPF3,  and  two 
after  sun  lotions  —  one  with  camomile  and 
another  under  the  Tropical  banner.  Following 


the  successful  launch  last  year  of  an  after-sun 
lotion  with  insect  repellant,  Smith  &  Nephew- 
are  launching  a  sun  cream  with  insect  repellant 
SPF8.  In  addition,  UVA  screens  have  been 
added  to  SPF4  formulations  and  the  tropical 
fragrance  improved,  says  the  company. 

In  line  with  the  new  packaging  concept  for 
Nivea  Sun,  three  merchandising  units  have 
been  developed  for  retailers  which  are  free  of 
charge:  a  shelf  reserver,  two  tier  stand  and 
floor  unit  with  a  fascia  in  the  shape  of  a  Nivea 
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Sun  bottle. 

For  the  12  months  to  August  1987,  Nivea 
Sun  recorded  a  sales  increase  of  almost  26  per 
cent  year  on  year  and  now  takes  almost  10  per 
cent  by  value  of  the  £55. 9m  UK  sun  care 
market,  making  it  the  number  two  brand,  say 
Smith  &  Nephew  Consumer  Products  Ltd.  Tel: 
021  327  4750. 


BERGASOL 

Bergasol  is  being  relaunched  for  this  season 
with  new  packaging  and  a  £750,000  support 
programme. 

Sally  Hunt,  product  manager  for  Bergasol, 
told  C&D  that  there  seems  to  be  a  lot  of 
confusion  among  the  general  public  about  sun 
protection  factors  and  how  to  relate  them  to 
their  own  tanning  needs.  However,  people  are 
more  aware  of  what  their  individual  skin  type 
is.  For  that  reason  as  part  of  the  repackaging 
of  Bergasol,  the  products  have  been  flagged 
by  skin  type  rather  than  SPF  value. 

Thus  the  products  have  been  divided  into 
four  basic  skin  types  with  a  selection  of  oil, 
lotion  or  cream  for  each  type. 

Skin  type  1  is  described  as  very  sensitive 
with  a  high  risk  of  burning  and  for  that  skin 
type  there  are  protective  tanning  facial  cream, 
lotion  and  cream  offering  SPFs  of  5,  6  and  7, 
respectively.  For  each  of  the  next  three  skin 
types  there  is  a  choice  of  oil,  lotion  and  cream 
with  SPF  4  for  skin  type  2,  which  Bergasol 
categories  as  fair  and  tans  with  difficulty;  SPF 
3  for  skin  type  3 ,  described  as  ' ' normal ' '  and 
tans  well  but  may  burn  at  first,  and  SPF  2  for 
skin  type  4,  which  is  dark  and  tans  easily. 
Children  should  be  categorised  as  skin  type  1 . 
Total  block  and  after  sun  products  complete 
the  range. 

Although  the  trend  recently  has  been  for 
people  to  buy  sun  preparations  with  higher 
SPFs  this  has  not  been  seen  among  people 
buying  Bergasol  says  Sally  Hunt:  '  it  depends 
on  the  brand's  image.  Bergasol  has  always 
been  a  tanning  brand  although  we  do  also  sell 
a  lot  of  total  block  but  that's  used  primarily  for 
small  areas  that  might  get  overexposed ' ' .  And 
despite  the  trend  away  from  oils  to  cream 
formulations,  oils  are  still  among  Bergasol's 
best  selling  lines. 

Bergasol  is  estimated  to  take  around  9  per 
cent  of  the  £60m  sun  preparation  market  in 


value  and  6  percent  in  volume.  "And,"  says 
Sally  Hunt,  "although  Bergasol  saw  a  small 
drop  in  sterling  share  year  on  year  our  brand 
share  in  chemists  has  increased  significantly 
from  13  per  cent  to  16  per  cent  and 
independent  chemists  now  represent  46  per 
cent  of  Bergasol  sales . ' ' 

The  brand  is  seen  as  having  a  relatively 
young  profile,  being  premium  priced  and  a 
somewhat  indulgant  purchase.  Around  77  per 
cent  of  Bergasol  is  bought  for  foreign  holiday 
use,  says  Ms  Hunt.  With  the  relaunch 
Bergasol  hopes  to  broaden  its  user  base. 

The  changing  attitude  to  sun  exposure  and 
getting  a  tan  is  reflected  to  some  extent  in 
Bergasol's  new  advertising  copy  line  "As 
brown  as  you  can  go" . 

Consumer  advertising  for  the  brand  begins 
in  May  running  through  the  Summer,  including 
women's  Press  and  poster  campaigns.  There 
is  also  to  be  new  POS  material  and  other 
promotions.  But  most  of  the  £750,000  support 
package  is  to  be  spent  on  consumer 
advertising,  say  Bergasol.  Suppliers  Chefaro 
Proprietaries  Ltd.  Tel:  0233312956. 

AMBRE  SOLAIRE 

A  three-product  hair  protection  and 
conditioning  range  together  with  five  skin  care 
products  (Counterpoints  C&D  January  9) 
have  been  added  to  the  Ambre  Solaire 
portfolio,  and  a  "strong  programme  of  trade 
and  consumer  promotions"  is  planned  for  the 
brand. 

Makers  L'Oreal  claim  last  year's  relaunch 
helped  reinforce  Ambre  Solaire 's  number  one 
position  with  around  a  25  per  cent  sterling 
share,  in  a  market  they  value  at  £51m. 

The  tan  accelerator  sector  is  seen  as  firmly 
established  now  which  is  why  natural  tan 
activator,  containing  a  melanin  stimulator  and 
with  SPF  3,  was  launched  for  this  season. 

The  introduction  of  intense  bronze  spray 
was  a  response  to  the  trend  away  from  oils  to 
lighter  formulations.  The  product  has  a  light 
non-greasy  formulation  and  factor  2 
protection.  Progressive  tanning  gel,  also  with 
a  light  non-greasy  formulation,  has  an  SPF  of 
4  and  is  intended  for  skins  that  tan 
"normally",  say  L'Oreal. 

High  protection  milk  offers  greater 
protection  with  SPF  12  and,  say  L'Oreal,  is 


recommended  as  being  the  most  suitable  in 
the  range  for  young  children. 

Lack  of  innovation  is  blamed  for  what 
L'Oreal  see  as  rather  unimpressive  growth  in 
the  after-sun  sector  last  year.  The  company 
hopes  its  new  aftersun  intensive  remoistunser 
will  help  to  stimulate  sales. 

With  the  launch  of  a  hair  protection  and 
conditioning  range  Ambre  Solaire  has 
extended  into  a  new  area.  Hair  protective  gel 
and  spray  contain  sunscreens  and  after-sun 
intensive  hair  conditioner  is  designed  to 
revitalise  hair  exposed  to  the  sun. 

Consumer  advertising  for  this  year  is  to 
include  television,  cinema  and  Press  to  give 
support  throughout  the  season.  Specific 
products,  including  the  hair  range  and  pre-tan 
preparations,  are  to  be  highlighted  in  women's 
magazine  advertisements  from  March  to 
September;  the  1988  display  unit  retains  the 
overall  look  of  last  year's,  say  L'Oreal. 
Distributed  by  Golden  Ltd.  Tel:  01  937  5454. 

COPPERTONE 

Coppertone  is  claimed  to  have  shown  rapid ; 
growth  in  independent  pharmacy  over  the  past  j 
year  taking  the  brand  to  the  number  two  slot 
in  independents.  Scholl  claim  the  brand  saw  a 
year  on  year  sales  increase  of  47  per  cent  in 
value. 

For  this  season  three  new  products  have 
been  added:  Ultrashade  lotion  with  a  sunii 
protection  factor  of  23,  children's  suncare1 
lotion  with  SPF  of  15  and  a  mild,  waterproof1 
formulation  plus  moisturise rs,  and  thirdly  deep 
moisturising  aftersun  containing  vitamins,  aloe 
extract  and  moisturisers  (Counterpoints 
C&D  January  2). 

Display  material  for  the  range  includes  a 
floor  stand  and  counter  stand.  The  self- tanning 
products  QT  and  Sudden  Tan  have  their  own; 
display  material,  says  the  company. 

A  promotional  campaign  is  to  include, 
advertisements  in  pre-departure  holiday 
magazines,  such  as  Thompson  Getaway  Guide , 
which  are  estimated  to  have  a  readership  of 
some  eight  million  holiday  makers,  say  Scholl, 
(UK)  Ltd.  Tel:  01-2533636. 

TROPICANA 

Thomas  Christy  this  year  hope  to  broaden 


Consumers  are  tending  to  buy  more  than  one  suntan  product  and  Coppertone  like  oth 
suppliers  are  encouraging  retailers  to  sell  their  customers  a  tanning  'system  '. 
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distribution  of  their  Tropicana  range  which 
they  say  has  around  1  per  cent  value  share  of 
the  market  which  in  the  12  months  to  July  last 
year  was  estimated  to  be  worth  almost  £56m. 

Christy's  marketing  manager  Steve 
Barker  told  C&D  he  hopes  to  gain  distribution 
through  Boots  and  department  stores  this 
year.  But  there  are  no  plans  to  sell  through 
drug  stores  and  promotion  of  the  range  will 
still  be  orientated  to  independents,  he  says. 

Point  of  sale  material  is  seen  as  important 
for  bringing  the  product  to  consumers' 
attention  and  a  new  display  unit  designed  to 
appeal  to  skiers  and  winter  holiday  makers  is 
available  this  month. 

The  Tropicana  range  is  aimed  at  the  family 
and,  says  Mr  Barker,  "since  the  growth  in 
foreign  travel  is  in  the  family  area  the  range 
should  come  into  its  own."  Thomas  Christy 
Ltd.  Tel:  025229911. 

MAWS 

Maws  claim  that  latest  figures  show  sales  of 
their  sun  prep  range  have  nsen  56  per  cent  by 
value  in  1987  over  1986. 

The  range  has  been  extended  for  this 
season  with  the  addition  of  calamine  skin  care 
mousse  (see  Counterpo;nts  C&D  January 
2)  which  Maws  says  has  been  formulated  to 
cool  and  soothe  skin  that  has  been 
overexposed  to  the  sun  and  to  help  prevent 
peeling. 

A  display  tray  moulded  in  yellow  plastic  to 
match  the  packs  will  be  available  this  year.  The 


tray  comes  with  a  blue  header  board. 
Suppliers:  Ashe  Consumer  Products  Ltd.  Tel: 
0372376151. 

LANA-STING 

Lana-sting  is  to  be  advertised  on  television  in 
selected  regions  during  July  and  August  and  in 
women's  interst  and  national  Press  from  May 
to  August/September,  say  suppliers  Combe 
International. 

The  security  counter  display  unit  holding 
six  sprays  and  12  cremes  is  again  available. 
Combe  international  Ltd.  Tel:  01-6802711. 


CALADRYL 

In  April  and  May  4,000  showcards  with 
mirrors  attached  are  to  be  distributed  to 
pharmacies,  carrying  the  message  "Caladryl 
relieves  the  pain  of  sunburn".  The  cards  are 
intended  for  standing  or  hanging  for  customers 
to  use  while  trying  on  sunglasses,  say  Warner- 
Lambert  Health  Care. 

In  the  £3. 3m  "sunburn  market"  Caladryl 
is  estimated  to  have  a  34  per  cent  sterling 
share  and  it  is  in  this  area  that  the  product  is 
best  known,  say  Warner  Lambert  Health 
Care.  Tel:  04955  2468. 


Swallow  whole 
not  chewed 


There's  no  need  to  chew  over  many  lists  of 
products  and  prices  when  you're  ordering  vour 
generics  Hillcross  Generics  provide  a  monthly 
listing  of  special  offers  giving  you  all  the 
information  you  need  to  know,  regularly 
That's  backed  up  with  lapid  efficient  delivery 
and  consistent  product  quality  Everything, 
in  fact,  to  make  Hillcross  very  easy 
ro  take  indeed 
Hillcioss  Generics  -  it's  quality  delivered  at  the 
nghr  price 

Please  ask  for  this  r\nAor> 
month's  offers  from  H  I  LURO SS 
your  local  AAH  GROUP  *~ 
WHOLESALER 


GENERICS 
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Uvistat  also  claims  to  have  made  good 
progress  over  the  last  year  with  sales  up  by 
just  under  37  per  cent  year  on  year,  Anthony 
Bush,  director  of  consumer  products  at 
Windsor  Pharmaceuticals  told  C&D.  Sales  of 
the  brand  are  worth  around  £1 .4m  giving  it  a 
sterling  share  of  just  over  3.5  per  cent  in 
pharmacies,  including  Boots,  which  the 
company  estimates  account  for  around  60  per 
cent  of  sun  preparation  sales. 

This  year  a  new  display  stand 
(Counterpoints  C&D  December  12)  will  be 
showing  Uvistat  range  which  now  includes  a 
re-named  after-sun  lotion  and  a  "sell  faster' ' 
box  for  lipslave. 

The  range  is  to  be  backed  by  a  £450,000 
advertising  campaign  in  women's  and 
specialist  Press  beginning  in  April,  say 
Windsor. 

Uvicool  after-sun  lotion  has  been 
repackaged  and  been  renamed  Uvistat  after- 
sun  lotion  and  tamper  evident  seals  are  being 
introduced  on  the  lipsalve. 

Concerned  about  independent  chemists 
losing  share  in  the  sun  preparations  market, 
Windsor  have  sent  out  their  territorial 
mangers  with  sales  representatives  this 
season  to  advise  pharmacists  on  displaying 
products.  Mr  Bush  told  C&D  that  this  was 
done  not  merely  to  stock  chemists  up  with 
Uvistat  but  because  it  was  felt  that 
pharmacists  are  not  taking  enough  advantage 
of  the  potential  for  sales  in  this  area.  Mr  Bush 
accepts  there  are  space  restrictions  in  many 
independents  but  feels  that  good  display  is 
essential.  Windsor  Pharmaceuticals  Ltd.  Tel: 
0344  424600. 

HELENA  RUBINSTEIN 

City  Bronzer  (50ml,  £8.75)  has  been  added  to 
Helena  Rubinstein's  Golden  Beauty  range. 

The  product  is  a  tinted  cream  with 
foundation  base  and  a  tan  accelerator,  which 
can  be  used  alone  or  under  make-up. 

Weekend  Bronzer  became  the  second 
largest  selling  item  in  the  Golden  Beauty  range 
last  year  and  is  predicted  to  lead  sales  this 
year,  say  Helena  Rubinstein.  In  1987  the 
range  as  a  whole  saw  a  35  per  cent  sterling  and 
25  per  cent  volume  growth,  says  the 
company. 

Product  support  comes  in  the  form  of  a 
counter  display  unit  together  with  posters  and 
showcards.  There  are  also  to  be  promotional 
250ml  sizes  of  lotion  4  and  after-sun  balm  self 
tanning  to  retail  at  £15  each,  say  Helena 
Rubinstein  Ltd.  Tel:  01-979  7744. 

PANAMA  JACK 

Sunworld  Products  are  importing  the  Panama 
Jack  line  from  the  United  States. 

Initially,  the  range  is  to  include  indoor 
(sunbed)  and  outdoor  tanning  lotions  and  oils 
with  SPFs  ranging  from  2  to  8.  Suggested 
retail  prices  vary  from  £5.05  for  water 
resistant  lotions  and  dark  tanning  oils  in  237ml 
bottles  to  £16.80  for  a  237ml  bottle  of  the 
more  upmarket  First  Cabin  tanning  oil 
(originally  for  people  on  cruise  liners). 

Sunworld 's  managing  director  Roger 
Simpson  told  C&D  that  he  hopes  to  sell  the 
products  through  independent  department 
stores  such  as  Selfridges,  and  through 
independent  chemists.  He  doesn't  intend  to 
go  through  Boots  or  other  national  chains. 

The  Panama  Jack  products  are  mostly 
supplied  in  outers  of  12  which  cannot  be  split  . 
Sunworld  Products  Ltd.  Tel:  0753  889444. 


HAWAIIAN  TROPIC 

Network  Management  say  they  plan  to  spend 
more  than  £500,000  promoting  the  Hawaiian 
Tropic  range  this  year,  with  a  further 
£100,000  being  spent  on  the  Ski  Pro  range 
during  the  1987-88  skiing  season.  The 
products  are  claimed  to  have  around  a  5.5  per 
cent  share  of  the  sun  tan  market 

New  for  1988  is  cool  aloe  gel 
(Counterpoints  C&D  January  2)  formulated 
to  help  relieve  sunburn,  windburn,  scrapes 
and  abrasions,  says  the  company.  The  product 
features  in  one  of  three  advertisements  for  the 
Hawaiian  Tropic  range  which  are  to  appear 
mainly  in  women's  and  general  interest 
magazines.  Advertisements  for  Ski  Pro  run  in 
specialist  and  women's  magazines. 


The  products  are  also  to  be  backed  by  PR 
activity,  say  Network  Management. 

Point  of  sale  material  for  this  season  is  to 
include  the  "  Maui "  (a  shelf  organiser)  and  the 
"Hula"  (a  counter  unit).  There  is  also  the 
"Surfrider"  —  a  floor  standing  unit  with  a 
thatched  roof  designed  to  show  the  whole 
range.  Distributors:  Network  Management 
Ltd.  Tel:  01  560  1200 

MALIBU 

Malibu  packaging  has  been  given  a  facelift  for 
1988  and  three  new  products  have  been  added 
to  the  range.  And  suppliers  Cosmetics  & 
Toiletries  say  they  plan  to  spend  £150,000 
promoting  the  brand  this  year,  mostly  through 
in-store  activity. 

Malibu  sun  screen  lotion  SPF  15  (200ml, 
£2.95)  has  been  added  to  reflect  the  consumer 
trend  towards  buying  products  offering 
greater  UV  protection. 

Malibu  soothing  after  sun  shower  gel 
(200ml,  £2.95)  contains  allantoin  and 
panthenol  (vitamin  B3). 

Malibu '  s  holiday  hair  care  pack  consisting 
of  75ml  shampoo  and  75ml  conditioner  in 
matching,  interlocking  containers  (£2.95)  is 
intended  to  revive  hair  exposed  to  sea  water. 

Long  Bronze,  also  new  for  this  season,  is 
described  as  a  range  that  should  appeal  to 
serious  tanners  who  plan  ahead  by  preparing 
their  skin  for  the  sun.  It  includes  a  pre-tan 
activator,  tanning  accelerators  for  normal  and 
sensitive  skin,  after  sun  tan  extender  and  sun 
block  SPF  22.  All,  except  the  100ml  sun  block, 
come  in  200ml  packs,  and  retail  at  £4.95  each. 
Cosmetics  &  Toiletries  Ltd.  Tel:  01 391 5424. 

VICHY 

Vichy's  sun  preparations  have  been  joined  by 
a  range  of  gels  (Counterpoints  last  week). 

The  gels  are  oil-free,  non-greasy 
formulations  designed  to  feel  fresh  and  cool  on 
the  skin,  say  Vichy.  The  range  includes  two 
tanning  gels  —  one  providing  an  SPF  4  (for 
progressive  tanning)  and  the  second  SPF  2 
(for  intensive  tanning)  —  and  an  after  sun  gel. 

All  contain  vitamin  F  and  a  high  proportion 
of  moisturising  agents  to  help  prevent  skin 
drying  out,  say  Vichy  (UK)  Ltd.  Tel:  0235 
26747. 

JUNGLE  SCREEN 

Consumer  advertising,  probably  concentrated 
in  women's  media,  is  planned  for  Jungle 
Screen  with  copy  along  the  lines  of  the 
possible  harmful  effects  of  too  much  sun: 
details  of  the  schedule  are  to  be  confirmed 
later,  say  Jungle  Formula  Company.  Tel:  079 
882482. 

ROC 

Following  the  relaunch  of  their  range  last  year 
Roc  are  not  planning  any  additions  for  this 
season  but  the  products  are  to  be  supported 
by  an  advertising  campaign  in  women's 
magazines,  says  the  company. 

Point  of  sale  material  is  to  include 
merchandisers,  showcards,  consumer  leaflets 
and  a  cross-sampling  promotion. 

As  both  colourless  and  tinted  variants  of 
opaque  total  sunblock  cream  15  A  +  B  are 
classified  as  Borderline  Substances  and  are 
therefore  prescribable,  promotion  to  the 
medical  profession  continues,  including 
showing  of  a  new  video  dealing  with  the 
problems  of  the  sun  and  skin,  say  Laboratoires 
Roc  (UK)  Ltd.  Tel:  0273517723. 
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Unsupervised 
?'  sale  earns 
£500  fine 

A  pharmacist  described  as  a 
"servant  of  the  community'*  has 
been  fined  £500  for  breaking  the 
rules  on  sales  of  medicines. 

Hywel  Davies,  who  runs  two 
pharmacies  in  Caerphilly, 
admitted  selling  Panadeine  Co 
tablets  and  Tyrozets  through  an 
assistant  without  his  supervision. 
Mr  Davies  admitted  to  a  further 
charge  of  selling  a  medicinal 
product  not  labelled  according 
to  the  provisions  of  the 
Medicines  Act. 


A  member  of  the  public  objected 
to  a  flash  on  four-packs  of  Cussons 
Imperial  Leather  soap  which 
claimed  "20p  off  your  next 
purchase  of  Imperial  Leather 
Gold  .  .  .  4x5p  coupons  inside 
wrappers".  The  Advertising 
Standards  Authority  upheld  the 
claim. 

The  complainant  said  that  the 
coupon  stated  "a  maximum  of 


Mr  Davies  of  Heol  Pwllypant , 
was  fined  £200  on  each  of  the  first 
two  charges  and  £100  on  the  third. 
He  was  also  ordered  to  pay  £200 
prosecution  costs. 

Mr  Julian  Phillips,  prosecuting 
for  the  Pharmaceutical  Society, 
said  the  offences  came  to  light 
when  an  inspector  made  a  test 
purchase  at  8.35am  on  June  24. 

The  inspector,  Christopher 
Collier,  was  served  by  assistant 
Pamela  Williams  who  sold  him  a 
packet  of  Tyrozets  and  a  number 
of  Panadeine  Co  tablets. 

Mr  Davies  arrived  at  the 
pharmacy  at  8.52am  that  same 
morning.  He  was  slightly  later 
than  usual  because  he  had  been 
collecting  oxygen  cylinders. 

Mr  Mark  Allen,  defending, 
said  Mr  Davies  was  "acutely 
embarrassed"      that  his 


3x5p  off  coupons  may  be  used  per 
purchase"  and  questioned  how 
the  20p  discount  off  the  "next 
purchase"  could  be  obtained.  The 
advertisers  stated  that  an  error 
had  been  made  on  the  coupon  and 
that  it  should  have  stated  that  a 
maximum  of  4x5p  coupons  might 
be  used  per  purchase.  The  ASA 
requested  greater  care  be  taken 
with  future  copy. 


professionalism  had  been  called 
into  question. 

Mrs  Williams  had  worked  in  a 
pharmacy  for  18  years.  Usually 
she  arrived  at  the  pharmacy  at 
8.30am  and  opened  up  before  Mr 
Davies  arrived  at  8.40am.  Usually 
all  she  did  during  this  time  was  put 
the  kettle  on. 

"She  knows  she  should  not 


The  Department  of  Health  in  its 
most  recent  quarterly  review  of 
the  disease  says  that  in  view  of  the 
long  interval  between  infection 
with  HIV  and  the  development  of 
the  disease  the  trends  of  AIDS 
cases  and  deaths  are  not 
indicators  of  the  current  spread  of 
the  disease. 

Because  of  the  long  interval 
between  infection  and  clinical 
illness  most  AIDS  cases  seen 
today  are  occurring  in  people  who 
were  infected  several  years  ago 
while  there  was  still  considerable 
ignorance  about  the  disease  and 
prior  to  the  Government's 
education  campaign. 

The  latest  quarterly  figures  for 
HIV  antibody  positive  reports 
show  that  6,635  people  have  been 
reported  as  infected  in  England, 
Wales  and  Northern  Ireland,  and 
1 ,381  in  Scotland.  Some  of  these 


sell  these  items  and  Mr  Davies 
finds  it  strange  that  after  18  years 
experience  she  should  make  such 
an  error",  said  Mr  Allen.  The 
label  prepared  by  Mrs  Williams  did 
not  conform  to  the  Regulations. 
The  error  had  been  explained  to 
her  and  she  would  not  serve 
anybody  with  Pharmacy 
medicines  again,  said  Mr  Allen. 


people  may  have  already 
developed  the  disease  or  died. 

As  has  been  the  case  since  the 
beginning  of  the  epidemic  most 
cases  are  occurring  in  homosexual 
or  bisexual  men.  There  have  been 
1,032  reports  of  AIDS  in  men  in 
this  group  who  have,  so  far  as  is 
known,  no  other  risk  factor:  this 
accounts  for  84  per  cent  of  all 
known  cases.  The  next  largest 
group  are  haemophiliacs,  who 
make  up  6  per  cent  of  the  total. 

Only  4 1  (3  per  cent)  of  cases  in 
the  UK  are  female.  The  great 
majority  of  cases,  about  70  per 
cent,  are  in  people  aged  between 
25-44  years.  Three  quarters  of 
AIDS  cases  so  far  have  been 
reported  from  the  four  Thames 
Regional  Health  authorities. 
However  this  may  not  be  an 
accurate  reflection  of  where  the 
person  actually  resides. 


Cussons  make  ad  error 


AIDS  spreading 
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Nowadays,  more  and  more  people  are  trying 
natural  remedies  as  an  alternative  to  conventional 
medicines 

And  the  one  range  they're  turning  to  is  New  Era 
homoeopathically  prepared  mineral  tissue  salts. 

This  represents  enormous  potential  for  you 
because  as  well  as  the  usual  generous  profit  margin 
offered  on  all  New  Era  remedies,  there  are  often 
leven  bigger  margins  on  this  fast-moving  range  when 
Vou  buy  from  your  sales  representative. 
Ask  for  details. 

New  Era  mineral  tissue  salts  are  based  on 


a  principle  of  body  cell  stimulation 

Over  100  years  ago  an  eminent  physician, 
Dr.  W  H.  Schuessler,  concluded  that  the  body's  cells 
contain  12  mineral  tissue  salts,  and  that  a  deficiency 
in  one  or  more  of  these  could  cause  many  minor 
ailments. 

New  Era  mineral  tissue  salts  aim  to  stimulate 
the  body  cells  by  replacing  the  deficient  salts,  helping 
the  body  fight  off  minor  ailments 

A  wide  variety  of  preparations  ensuresthat  New 
Era  natural  remedies  offer  the  most  comprehensive 
range  on  the  market 


And  extensive  press  advertising  in  all  the  most 
relevant  women's  interest  magazines,  and  national 
press  ensures  that  more  and  more  people  will  be 
looking  for  New  Era  in  your  pharmacy. 

What's  more,  we  have  also  produced  a  New  Era 
booklet  to  help  you  and  your  customers  understand 
the  theory  behind  our  remedies. 

So  be  prepared  -  stock  up  now  and  reap  the 
benefits. 

NEW  ERA.  HELP  THE  BODY 
RESTORE  ITS  NATURAL  BALANCE. 


C&D,  INTERVIEW 


That  is  a  self-inflicted  title 
for  Valda  Elson,  who  as 
staff  and  administration  officer  is 
responsible  for  the  smooth  running 

of  the  NPA's  Mallinson  House 
But  it  accounts  for  a  very  small  part 
of  her  job  as  she  revealed  to  C&D. 


When  Valda  Elson  retires  she  is  going  to  write 
a  book.  Its  title,  somewhat  reminiscent  of  an 
old  music  hall  ditty,  will  be:  "There's  a 
gentleman  in  reception  for  you ..."  because 
that,  she  says,  is  the  sentence  she  hears  most 
often  as  the  National  Pharmaceutical  Associa- 
tion's  staff  and  administration  officer. 

Salesmen  are  the  bane  of  her  life;  eager  to 
display  the  latest  in  paper  towels,  liquid  soap, 
and  photocopiers,  they  beat  a  path  to  her  door. 
There  they  might  bump  into  any  one  of  the  90 
Mallinson  House  staff  for  whom  Mrs  Elson  is 
responsible.  She  says  she  can't  see  why 
anyone  would  want  to  do  her  job  —  she's  not 
sure  why  she  does  it  herself  sometimes  —  but 
it's  never  boring. 

In  addition  to  seeing  salesmen  —  by  ap- 
pointment only  —  Mrs  Elson  also  receives 
numerous  "cold"  calls.  She  has  a  simple 
method  of  getting  rid  of  them;  "I  just  say  we 
have  the  latest  in  whatever  it  is  they  are 
offering". 

In  a  lot  of  cases  this  is  true.  Valda  joined 
the  NPA  three  years  ago  when  a  far-reaching 
modernisation  process  was  just  beginning. 

Antique  equipment  has  been  replaced;  the 
computerisation  of  most  departments  is  now 
complete.  It  has  brought  the  NPA  into  the 
20th  century,  says  Valda,  who  adds  that,  as  a 
result,  the  NPA  has  had  to  recruit  very  few 
extra  clerical  staff  to  cope  with  a  massive  in- 
crease in  work,  mainly  from  the  "Ask  your 
pharmacist"  campaign. 

But  even  the  most  advanced  equipment 
can  break  down  and  with  vast  NPA  output,  it 
is  not  surprising  there  are  a  few  problems. 
Valda  has  been  known  to  roll  up  her  sleeves 
and  set  too,  dismantling  a  photocopier  that  has 
gone  on  the  blink  prior  to  a  major  mail-out. 


Hot  mail  and  gossip? 

Every  piece  of  written  communication  for 
members  goes  through  her  department, 
amounting  to  between  five  and  ten  sackfuls  of 
mail  a  night.  She  is  also  responsible  for  the 
smooth  running  of  the  16-line  switchboard  — 
"the  busiest  in  St  Albans"  —  which  handles 
between  500-800  calls  a  day.  Photocopiers 
provide  130,000  copies  a  month  and  there  is 
also  a  facsimile  machine,  a  recent  innovation 
at  Mallinson  House,  and  numerous  other 
pieces  of  essential  machinery  that  have  to  be 
kept  in  full  working  order. 

Maintenance  of  the  building  itself  she 
describes  as  a  "no  win"  situation.  "It  is 
always  too  hot  or  too  cold,  too  many  paper 
towels  or  too  few".  Mallinson  House, 
which  costs  over  £lm  a  year  to  run,  occupies 
a  prime  position  in  St  Albans  where  office 
space  is  at  a  premium.  With  its  own  car 
parking  facilities  it  is  only  22  minutes  from 
London  by  train.  Valda  frequently  receives 
letters  from  property  developers  casting 
covetous  glances.  The  building  cost  £500,000 
in  1978:  the  NPA's  subsequent  move  from 
Southgate  in  London  was  a  shrewd  decision, 
she  says. 

Easy  access  to  London,   while  an 
advantage  for  NPA  officers  who  travel  up 
frequently,  is  a  minus  in  the  staff  recruitment 
stakes.  It  has  always  been  NPA  policy  to 
employ  locals  but  this  is  becoming  more 
^  difficult.  Younger  people  often  prefer  to 
work  in  London,  and  few  can  afford  the 
H^^the  high  cost  of  houses  in  the  area.  In 
^^■■^addition,  St  Albans  is  experienc- 
,  |H|Hfl9fc^ing  something  of  a  boom 
and  unemployment  is 
f^HHHH^ft    virtually  nil.  Valda 
■Hfe.  is  grateful  for  the 


relatively  low  turnover  in  staff. 

The  NPA's  commitment  to  training  its  \ 
members'  staff  is  well-known,  but  its  own  staff 
are  equally  important,  says  Valda  Elson.  The  I 
majority  of  staff  are  trained  on  the  job.  But  l.j 
courses,  both  internal  and  external,  are  used  4 
where  more  specialist  skills  are  required.  For  I 
1988,  Valda  has  organised  courses  to  explain  1 
how  radical  changes  in  pensions  legislation  will  ^ 
affect  the  staff.  And  it's  not  just  the  clerical  m 
staff  who  are  interested  in  letter  writing  j 
courses;  most  of  the  executive  officers  have  •! 
also  signed  up. 

She  favours  the  open-style  management  tl 
that  now  prevails  at  Mallinson  House.  "There  '» 
is  no  'big-stick'  mentality  here;  there  is  a  ji 
young  feel  to  the  place  and  it  is  a  happy  | 
atmosphere  in  which  to  work.  Staff  are  always  i  J 
told  why  a  particular  decision  has  been  made  "it 
—  you  get  a  lot  less  flack  than  if  it  appears  ;.| 
arbitrary." 

Valda  supports  youth  training  schemes  and  ;ii 
there  are  ex-YTS  trainees  now  working  full-  l| 
time  at  Mallinson  House.  "YTS  has  been  isl 
heavily  savaged  and  it  was  exploited  by  some.  ii| 
But  it  was  good  for  training  young  people  who  nil 
were  not  academic  by  nature  and  required  el 
good ,  basic  office  skills . ' '  The  NPA  has  close  \ 
links  with  St  Albans  College  and  she  is  a  I 
member  of  the  YTS  monitoring  committee.  ;| 

The  NPA's  debt  collection  service  is  JI 
another  string  to  Valda 's  bow.  A  member  -A 
recently  rang  in  and  asked  if  the  NPA  had  | 
access  to  a  "heavy  mob' '  who  could  extract  <j| 
money  from  a  bad  debtor.  And  Valda  Elson  .jj 
says  that  might  not  be  such  a  bad  idea  (she's  I 
joking)  because  bad  debts  are  a  bad  deal  for  all  ■;| 
concerned.  She  is  surprised  at  the  naivety  of  i| 
some  pharmacists  who,  as  businessmen,  she  1 
would  expect  to  be  more  wary  of  conmen  and 
the  like. 

Her  opinion  of  pharmacists  —  a  group  she  1 
had  never  previously  had  much  contact  with  — 
is  that  they  are  a  mixed  bunch  subject  to  very  i 
special  stresses  and  strains.  They  often  & 
require  a  lot  a  reassurance ,  and  the  NPA  at  the  1 
end  of  the  telephone  is  a  lifeline,  she  says. 

However,  she  thinks  they  have  a  strange  j 
perception  of  Mallinson  House.  "They  come  I 
on  the  phone  and  I '  m  convinced  they  think  we  1 
all  work  together  in  one  room.  The  ! 
receptionist  is  treated  to  an  account  of  their  ill 
problem,  as  is  anyone  else  they  are  put  I 
through  to.  And  what  members  don't  realise  a 
is  that  there  are  another  15  members 
queueing  up." 

Mind  you,  if  it  was  a  single  room,  Valda 
Elson  would  have  far  fewer  bogs  and  basins  ;i 
and  everything  else  to  worry  about. 


Actually,  she's 
an  electrical 

engineer 

Robert  Kennedy's  assassination  and  the 
Moorgate  Tube  disaster  must  make  ar.jrtbini 
that  crops  up  at  Mallinson  House  seem  mino: 
in  comparison.  On  each  of  those  historic  days 
Valda  Elson  was  at  work  producing  bulletins  ir 
the  news  room  at  Broadcasting  House.  Foi 
although  she  is  a  professional  personnel  officei 
her  background  is  anything  but  conventional 
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Tm  convinced  the 
members  think  we  all 
work  together  in 
one  room' 


She  trained  as  an  electrical  engineer, 
influenced  by  a  much-loved  uncle.  He  was 
chief  recording  engineer  for  EMI .  Her  first  job 
was  at  GCE,  working  on  simulated  trials  for 
Sea-Slug  missiles.  She  then  moved  to  Kodak 
where  she  saw  research  projects  through 
from  conception  to  the  manufacturing  stage 
and  was  closely  involved  with  developing 
paper  for  passport  photographs  —  information 
still  restricted  under  the  Official  Secrets  Act! 

From  there  she  moved  to  the  BBC  where 
she  received  her  training  in  personnel,  and 
was  involved  in  recruiting  potential  BBC 
i  journalists.  Her  involvement  in  programme 


production  came  on  a  three  month  BBC 
attachment  to  the  news  room  —  part  of  BBC 
training  policy  for  all  their  staff.  She  liked  it  so 
much  that  when  a  permanent  job  came  up  she 
applied  and  got  it.  The  work  was  hard  but 
fascinating  and  fun,  she  says.  She  worked  12 
hour  shifts  three  days  on  and  three  days  off. 
Mrs  Elson  particularly  remembers  the 
Queen's  Jubilee  when,  for  the  first  time  in 
BBC  history,  "The  Archers"  was  scrapped. 

"We  were  broadcasting  the  Queen's 
walkabout  and  unusually  for  her  she  ran  late. 
'World  at  One'  were  waiting  to  go  on  and  they 
were  getting  worried.  After  them  came  'The 


Archers'  and  they  were  inviolate.  No-one,  but 
no-one  ever  interfered  with  The  Archers'. 
Eventually  the  edict  came  from  on  high  that 
'The  Archers'  would  not  be  broadcast  that 
day,"  she  recalls. 

After  three  years,  shift  work  eventually 
got  to  Valda  Elson,  and  she  joined  United 
Glass  in  St  Albans  as  personnel  manager. 
After  three  or  four  very  happy  years  came  a 
horrendous  spell.  The  company  was  just 
beginning  a  redundancy  programme  reducing 
its  work  force  from  11,000  to  6,000.  Telling 
people  who  had  no  hope  of  more  work  that 
they  were  to  lose  their  job  at  the  age  of  50  or 
more  took  its  toll  on  her  health,  she  says,  and 
after  three  years  she  left.  In  1984  the  NPA  job 
was  advertised.  Mrs  Elson  says  it  was  tailor- 
made  for  her  and  she  has  been  happily  installed 
at  Mallinson  House  ever  since. 
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COMPUTERS  IN  PHARMACY 


acy  computer 
ential  in  focus 


The  Council's  consultative 
document  on  the  Nuffield  Inquiry 
Report  says:  "The  reaction  of  the 
profession  to  the  Nuffield  Report 
will  set  the  pattern  for  the 
development  of  pharmacy  in 
Britain  into  the  21st  Century."  In 
no  area  is  this  more  important 
than  that  of  computers  and  allied 
technology,  the  correct 
exploitation  of  which  is  essential  to 
community  pharmacy.  The  uptake 
of  hardware  and  software 
presents  a  golden  opportunity  to 
strengthen  the  position  of  the 
profession  in  the  community. 

I  do  not  believe  that 
pharmacists  should  see 
computers  as  providing  the 
ultimate  solution  for  all  their 
business  and  professional 
problems  but,  properly  employed, 
they  can  make  a  great  contribution 


Former  community  pharmacist  Roger  King  suggests 
how  chemists  should  exploit  their  expertise  in 
computers 


to  accuracy  and  efficiency.  An 
excellent  maxim  in  the  design  of 
computer  systems  is:  "Do  not  be 
limited  by  the  constraints  of 
today's  hardware  and  software 
when  planning  for  the  future. 
Rather  concentrate  on  the 
required  objective  as  the  chances 
are  that  the  technology  will  have 
advanced  and  reached  a 
competitive  price  by  the  time  the 
system  is  ready  to  be 
implemented." 

Had  this  maxim  been  followed 
in  1983,  there  would  not  now  be  a 
large  number  of  pharmacists 
frustrated  by  having  bought  cheap 
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labelling  systems  which  are 
incapable  of  expansion.  On  this 
basis,  our  Society's  Council 
should  plan  for  pharmacists  to 
maximise  their  use  of  computers 
and  not  rely  on  the  medical 
profession  to  play  its  expected 
part.  To  let  doctors  play  the 
dominant  role  would  have 
consequences  which  would  be 
damaging  to  pharmacy  and  to 
interprofessional  relations. 

Pharmacists,  by  and  large,  are 
better  equipped  to  utilise 
computers  than  doctors  for  two 
basic  reasons:  there  are  more 
pharmacists  using  computers,  and 
doctors  have  a  financial  incentive 
to  employ  more  staff  rather  than 
to  computerise.  Many- 
pharmacists  are  gradually  working 
towards  a  composite  pharmacy 
package  encompassing  both  the 
professional  and  commercial 
aspects  of  their  business  while 
doctors  are  lagging  behind  in  spite 
of  the  Government  money  poured 
into  the  "micros  for  GPs" 
programme. 

GPs  are  not  operators? 

It  must  be  remembered  that  most 
GP  computer  systems  are 
designed  to  be  operated  not  by  the 
doctor,  but  by  the  practice 
manager.  While  this  may  be 
satisfactory  for  the  so-called 
housekeeping  functions,  there  is 
always  the  possibility  that  the 
computer  can  be  fed  initially  with 
incorrect  prescription  data  by  an 
unqualified  person  misinterpreting 
the  doctor's  instructions.  There 
have  been  several  recent 
references  in  the  pharmaceutical 
Press  which  indicate  the 
unsatisfactory  way  in  which  some 
GP  software  is  handled.  These 
facts  do  not  give  much  credibility 
to  paragraph  3.32  of  the  Nuffield 
Report  which  reads: 
"Developments  are  more  likely  to 
be  in  the  direction  of  simultaneous 
reproduction  in  the  pharmacy  of 
the  prescription  keyed  in  by  the 
doctor." 

The  final  sentence  of  the  same 
paragraph,  relating  to  keyboard 
conversation,  is  technologically 


possible  today  but  poses  two 
obvious  problems.  The  first  is  that 
a  print  buffer  would  need  to  be 
incorporated  at  the  pharmacy  end  | 
of  the  system  to  allow  for 
simultaneous      receipt  of 
prescriptions   from  several; 
doctors.  The  second  problem  is 
one  of  security.  Such  a  system 
would  be  safe  within  a  single 
building  or  where  a  dedicated  line 
could  be  laid  between  surgery  and 
pharmacy,  but  systems  relying  on 
telephone  lines  for  communication 
are  a  hacker's  paradise.  All 
community  pharmacists  are  only 
too  well  aware  of  the  street  value 
of  forged  or  stolen  FPlOs  and  a  J 
clever,  fraudulent  operator  could 
break  the  security  of  such; 
systems  to  provide  forged 
prescriptions  at  the  pharmacy  of  j 
his  choice. 

The  "smart  card"  has  a  lot  to; 
offer  from  the  security  point  of  i 
view  since  even  if  lost  or  stolen  it 
could  not  be  put  to  serious 
fraudulent  use .  However,  it  is  not  J 
ideal  for  the  elderly  who  represent 
the  majority  of  patients  with  multi- 
item  repeat  prescriptions.  Such!) 
patients  should  be  encouraged  to 
patronise  a  single  pharmacy 
where  total  PMRs  can  be  kept  ] 
incorporating  self-medication  and 
pharmacist  consultation  records. 
The  final  solution  may  well  be  the 
use  of  smart  cards  for  the! 
generally     healthy  public,! 
pharmacy  held  computer  records  I 
for  the  elderly  and  at  risk  patients, 
with  some  patients  having  both  j 
types  of  record. 

From  the  above,  it  follows 
logically  that  the  proper  site  for  j 
the    generation    of  repeat! 
prescriptions  is  the  pharmacy1! 
computer,  where  all  entries  can! 
be  supervised  by  the  pharmacist.  I 
Additionally,   this  and  otherj* 
pharmacy  systems  would  be  of" 
great  benefit  to  the  practices  of  | 
both  pharmacist  and  doctor  while 
increasing  a  high  standard  of  j 
monitoring.  However,  I  do  not  i 
intend  pharmacy  systems  toj 
trespass  in  any  way  on  the  domain  I 
of  the  GP.  To  avoid  any  confusion 
I  wish  to  introduce  the  phrase  I 
"repeat  dispensing  authority" 
(RDA)  in  place  of  the  phrase] 
repeat  prescriptions. 

Some  readers  may  recall  that  I 
about  six  years  ago,  a  shared  I 
pharmacy/GP/PMR/RDA  system 
was  proposed  and  worked  I 
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through  its  design  stages  to  a 
specification.  The  reasons  why  it 
was  never  launched  are 
irrelevant.  However,  all  questions 
of  ethics,  legality  and  freedom  of 
choice  of  the  patient  had  been 
answered  sufficiently  for  a  pilot 
study  to  be  undertaken.  In 
essence  the  doctor  would  issue  an 
RDA  and  the  repeat  forms  would 
be  generated  at  the  pharmacy  in 
advance  of  the  patient's 
requirements.  The  forms  would 
be  validated  by  the  doctor  and  the 
medicines  would  be  ready  for 
collection  or  delivery  when 
required.  It  is  worth  recording  at 
this  point  that  many  patients 
involved  in  one  computerised 
PMR  study  were  disappointed 
that  they  still  had  to  collect  their 
prescriptions  from  the  surgery 
before  they  could  be  dispensed. 

Since  this  system  was  first 
proposed,  the  professional  has 
progressed  to  the  consideration  of 
domiciliary  visits  and 
computerised  patient  counselling. 
Both  these  aspects  would  be 
included  in  a  composite  pharmacy 
system  with  the  added  point  that 
the  system  could  provide  an  audit 
tor  the  DHSS  if  it  was  ever 
prepared  to  pay  for  such  additional 
services  from  pharmacies.  There 
are,  at  present,  pharmacists  who 
prefer  to  use  typewriters  and 
others  who  have  only  just 
mastered  simple  labelling 
systems,  so  it  would  be 
unreasonable  to  expect  such 
persons  to  instal  sophisticated 
systems.  However,  long  term 
planning  is  essential  and  we  should 
not  be  held  back  by  the  present 
state  of  affairs. 

On  the  business  side 

Moving  to  business  systems,  it  is 
worth  mentioning  electronic  funds 
transfer  at  point  of  sale 
(EFTPoS).  This  is  still  in  its 
infancy.  Few  establishments  have 
credit  card  readers  at  present  and 
the  banks  will  have  to  push  very 
hard  to  get  retailers  to  take  up 
EFTPoS.  It  will  be  a  number  of 
years  before  independent 
pharmacies  will  have  to  concern 
themselves  with  it.  EPoS 
(electronic  point  of  sale),  on  the 
other  hand,  has  been  around  for 
years  and  has  proved  its  worth.  A 
new  piece  of  hardware  is  going  to 
start  an  EPoS  revolution  in  small 
businesses  —  I  refer  to  the  recent 
production  of  "the  till  on  the  PC", 


which  is  an  IBM  PC  functioning  as 
a  total  EPoS  system  and  sitting  on 
a  cash  drawer. 

This  has  several  advantages 
over  current  systems,  the  first 
being  that  it  brings  the  price  of 
EPoS  systems  tumbling  down. 
Being  based  on  a  hard  disc 
computer,  it  also  means  that  the 
user  will  have  a  price  look  up 
(PLU)  file  well  in  excess  of  10,000 
lines.  A  comprehensive  PLU  file  is 
essential  if  one  is  to  take 
advantage  of  EAN  bar  codes 
which  are  appearing  on  more  and 
more  goods  every  day. 

Perhaps  the  most  interesting 
aspect  from  the  pharmacist's 
point  of  view  is  that  this  system 
can  become  the  core  of  a  total 
pharmacy  system.  It  will  be 
possible  to  have  a  PMR  file  which 
interacts  not  only  with  the  labeller 
but  also  with  customers' 
purchases  via  EPoS  and  with  a 
patient  counselling  system.  Add  to 
this  the  financial  benefits  of  EPoS 
and  accounting  systems  plus  the 
convenience  of  wordprocessing 
and  spreadsheets  and  the 
computing  world  becomes  the 
pharmacist's  oyster  at  what 


should  be  an  affordable  price.  It 
almost  makes  me  wish  I  was 
starting  all  over  again! 

So  what  of  the  future?  In  the 
light  of  the  Nuffield  Report  and  the 
White  Paper,  it  seems  highly  likely 
that  all  members  of  the  primary 
health  care  professions  can  at  best 
expect  to  be  rewarded  for 
increased  efficiency  and  at  worst 
penalised  for  inefficiency.  While 
we  do  not  want  pharmacies  to 
become  cut  price  prescription 
factories  with  little  thought  for  the 
patient,  it  is  certain  that  if  the  new 
contract  works  we  shall  see  a 
gradual  redistribution  of 
community  pharmacies  and  a 
reduction  in  numbers,  with 
consequent  higher  prescription 
volumes. 

Council  guidelines 

In  order  to  cope  with  the  extra 
workload,  it  will  be  essential  to 
have  good  records  of  all  aspects  of 
the  professional  and  commercial 
sides  of  the  business.  One  should 
not  expect  a  computer  to  run  the 
business  but  it  will  become  harder 
to  manage  without  a  composite 


system.  The  problem  is  that  as 
the  demand  grows,  more  and 
more  systems  will  appear  from 
different  suppliers  with  different 
standards  and  incapable  of  inter- 
communication. In  view  of  this, 
the  Council's  computer 
subcommittee  should  produce  a 
set  of  professional  and  technical 
guidelines  for  pharmacy  systems. 
Council  need  not  be  worried  that 
they  might  be  recommending 
systems,  since  if  they  set  up  the 
guidelines  first,  suppliers  would 
have  to  conform. 

The  following  items  should  be 
high  on  the  list  for  common 
standards:  — 

1.  Communications.  It  would  be  a 
distinct  advantage  if  pharmacy 
computers  could  talk  to  each  other 
and  to  the  FPC  computer.  For 
example,  the  FPC  could  have  an 
autodial  modem  and  automatically 
alert  all  pharmacists  of  "early 
warnings". 

2.  Patient  counselling.  In  addition 
to  the  obvious  benefits,  its  use  will 
eliminate  the  criticism  of 
counselling  techniques  and 
professional  knowledge.  It  will 
also  aid  the  training  processes. 

3.  The  development  and 
promotion  of  RDA  prescription 
systems  for  siting  in  pharmacies. 

4.  The  development  of  systems  to 
enhance  services  to  residential 
homes  and  domiciliary  visits. 

5.  The  development,  in 
consultation  with  the  BMA,  of 
systems  with  shared  PMRs  for 
use  in  health  centres. 

6.  The  integration  of  EPoS  into 
PMRs. 

Finally,  before  those  who  have 
read  this  far  rush  out  to  buy  new 
systems,  a  few  words  of  caution. 
As  always,  never  buy  a  system 
unless  you  are  sure  it  will  do 
exactly  what  you  want.  Alteration 
of  programs  is  expensive,  as  many 
have  found  to  their  cost.  Make 
sure  that  the  supplier  has  a  good 
track  record  and  always  see  the 
system  in  operation  somewhere 
else  before  you  buy.  Sophisticated 
system  s  need  support,  so  find  out 
what  is  offered  and  what  it  will 
cost.  You  should  not  need  to  be  a 
pioneer  any  longer  but  if  you  are 
asked  to  install  an  untried  system, 
check  out  the  supplier  and  the 
contract  very  carefully  before 
agreeing.  One  should  look  for  a 
composite  but  modular  system 
which  can  be  installed  at  a  rate  to 
suit  the  user's  budget  and  other 
requirements. 


Open  prescriptions? 
Point  them  this  way. 
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Volte  face 
from  AAH? 

Mr  Revell  would  not,  I  am  sure, 
deliberately  seek  to  confuse  or 
mislead  pharmacists  with  his  rapid 
changes  of  valuation  of  Unichem 
shares.  He  states  they  have  a 
value  of  £20  each  (C&D,  January 
16,  p77)  which  is  a  phenomenal 
increase  on  his  projected  valuation 
of  £6  just  seven  days  earlier. 

So  that  there  be  no  confusion , 
I  should  like  to  restate  that,  after 
taking  into  account  the  extra  four 
million  shares  to  be  offered  to 
members  at  £1  each,  Phillips  & 
Drew  projected  that  the  share 
value  would  be  '  'not  less  than  £12 
each".  This  projected  value  was 
unanimously  accepted  by  the 
financial  journalists  of  the  national 
Press  who  were  given,  and  took, 
the  opportunity  to  cross-examine 
Phillips  &  Drew's  analyst. 

The  Unichem  scheme  is  so 
attractive  that  every  pharmacist 
should  seek  to  take  full  advantage 
of  it.  This  fact  is  well  illustrated  by 
Mr  Revell's  panicky  reaction  to  it. 
His  response  is  itself  a  good,  if 
unintentional,  endorsement  of  the 
scheme  and  will  be  recognised  as 
such  by  most  pharmacists. 


Peter  Dodd 

Managing  director,  Unichem 


Unichem 
rules,  OK? 

Unichem  members  would  do  well 
to  read  the  rules  of  Unichem  Ltd, 
before  they  get  too  excited  over 
the  gain  they  will  make  on  their 
shares,  a  gain  which  they  can  only 
realise  by  selling  the  shares  if  they 
want  to  take  advantage  of  their 
annual  Capital  Gains  Tax 
exemption.  As  a  future 
government  could  well  remove 
the  exemption,  the  majority  of 
pharmacists  will  be  well  advised  to 
sell  immediately. 

Of  course,  this  is  assuming 
that  they  still  have  the  shares  in 
1990.  Under  Rule  21  the  directors 
of  Unichem  can  withdraw  the 
shares  of  a  member  or  former 
member  and  repay  them  the 
original  cost  only. 

In  our  case  we  found  that  for 
various  reasons,  partly  a 
geographical  one,  the  service  we 
were  getting  from  Unichem  was 
deteriorating  rapidly,  and  we  were 
forced  to  give  the  bulk  of  our 
ethical  business  to  Vestric.  This 
week  Unichem  have  informed  us 
that  unless  we  give  at  least  £3,000 
worth  of  ethical  purchases  to 
Unichem  monthly  our  account  will 
be  closed,  which  will  mean  that  we 


will  lose  both  the  previous  year's 
annual  profit-share  and  any 
entitlement  to  our  shares. 

It  is  all  very  well  for  Unichem 
to  talk  about  commitment  and 
support,  but  without  support  of 
members  in  the  past  they  would 
not  be  where  they  are  today,  and 
those  members  deserve  more 
than  a  kick  in  the  teeth  if  they  are 
forced  to  leave. 


Bill  Johnson 

Warrington 

Monopoly — 
the  Unichem 
dream? 

Another  glossy  presentation  by 
Unichem  to  achieve  their  avowed 
intention  to  monopolize  the 
pharmaceutical  wholesale 
industry,  but  what  a  dream! 

At  times  of  volatile  financial 
markets,  is  it  not  extremely 
optimistic  to  predict  a  flotation 
price  two  and  half  years  ahead? 
However  successful  the  scheme 
is  in  stimulating  business,  more 
members  and  four  million  new 
shares  may  decrease  the  value  to 
at  least  the  £6  predicted  by  AAH 
(C&D,  January  9,  p62). 

In  the  run-up  to  flotation  , 
maximum  profit  must  be 
generated  to  achieve  the  best 
share  price.  Will  this  mean  yet  a 
further  impact  on  service  and 
another  restructuring  of  their 
discount  scheme?  Have  members 
considered  that  they  may  be 
asked  for  a  further  contribution  by 
rights  issue  to  finance  Unichem's 
growth?  What  will  be  the 
minimum  purchases  and  terms  of 
share  ownership  in  1989  and 
1990?  Certainly  their  strict 
conditions  of  trading  demand 
acceptance  of  change  without 
question,  unless  the  future 
potential  benefit  is  to  be  sacrificed. 

In  1990,  if  members  approve 
the  flotation,  only  15  per  cent  of 
new  shares  will  be  made  available 
to  the  public,  but  the  majority  of 
chemists  (eager  to  realise  their 
paper  gains)  may  flood  the  market 
with  their  shares.  Who  will  buy 
them?  Unless  Unichem  generate 
sufficient  profits,  most  institutions 
would  be  unhappy  with  the  return 
on  their  investment.  The  result 
may  be  that  the  only  interested 
party  would  be  Unichem's  major 
competitor!  The  outcome, 
however,  will  be  the  same;  profits 
will  not  be  retained  in  the 
profession  and  control  will  pass  to 
others  with  less  than  the  Unichem 
members'  interests  at  heart,  in 
conflict  with  their  cooperative 
ideal. 

What  of  Unichem's  future  as  a 


pic?  They  will  have  the  ability  to 
service  other  publicy  owned 
businesses,  but  to  achieve  their 
objective  of  squeezing  the 
independent  wholesaler  they 
must  finance  a  massive  growth! 
They  must  diversify  to  improve 
margins  that  are  too  depressed  in 
the  wholesale  sector,  and  since, 
above  all,  their  decisions  must  be 
in  the  shareholders,  interest,  will 
they  be  in  the  interest  of  the 
chemist?  The  financial  Press 
agreed  that  the  chemist  would  be 
wise  to  sell  his  shares.  Does  this 
stimulate  confidence  in  their  long 
term  future? 

In  recent  years  all  wholesalers 
have  had  to  improve  their 
profitability.  PIF,  while 
maintaining  their  flexible,  friendly 
approach,  have  concentrated  on 
stringent  financial  controls  and 
efficiency,  providing  futher 
benefits  to  the  customer.  Others, 
including  Unichem,  have  reduced 
costs  by  reducing  service  —  how 
long  before  the  members' 
deliveries  are  cut  from  two  to 
one?  In  recent  years,  PIF's 
growth  has  confirmed  our  belief 
that  a  personal,  dependable 
service  is  more  tangible  than  a 
"pie  in  the  sky"  offer.  We  can't 
look  forward  to  1990  in  the 
knowledge  that  Unichem  will  be 
competing  on  equal  terms. 


A.E.  Brindlejf 

Managing  director 
PIF  Pharmaceuticals  Ltd 


...strengths 

and 
weaknesses 

The  proposed  flotation  is  not  about 
Unichem  gaining  access  to  the 
equity  capital  markets;  it  is  not 
about  realisation  of  asset  value,  it 
is  about  the  continuing  survival  of 
independent  pharmacy. 

Perhaps  the  profession  sees 
the  future  of  pharmacy  in  the 
hands  of  the  multiples?  Will  the 
smaller  multiples  be  swallowed  up 
by  the  larger  ones  until  ultimately 
there  are  just  a  handful  of  'super- 
groups' providing  pharmaceutical 
services?  If  this  is  not  to  be  the 
way  ahead,  and  we  want  to  retain 
a  balance  in  independents  and 
multiples,  we,  the  independents, 
owe  it  to  ourselves  and  to 
generations  of  like-minded 
individuals  to  come  to  give  our 
total  commitment  now  to  those 
distributors  who  truly  have  our 
interests  at  heart. 

This  cannot  be  said  of  those 
who  operate  multiple  retail 
pharmacy  groups,  nor  can  it 
truthfully  be  said  of  any 
Continued  on  page  152 
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IMPORTANT 
ANNOUNCEMENT 


When  you  receive  a  prescription  for  hepatitis  B  vaccine,  you  can 
dispense  either  'Engerix  B',  the  new  genetically  engineered 
vaccine  from  Smith  Kline  &  French  Laboratories  Limited,  or  the 
older  plasma-derived  vaccine. 

'Engerix  B'  is  produced  in  yeast  cells  and  has  a  high  level  of 
purity.  It  does  not  rely  on  hepatitis  B  carrier  donor  blood  for 
its  production. 

The  introduction  of  'Engerix  B'  has  resulted  in  the  cost  of 
hepatitis  B  vaccination  being  reduced  by  half. 

So  choose  to  dispense  'Engerix  B'  when  hepatitis  B  vaccine  is 
prescribed  generically.  It  is  available  from  your  wholesalers  at 
£31.50  for  the  3-dose  pack. 


GENETICALLY    ENGINEERED    HEPATITIS    B    VACCINE    (  R  B  Y  ) 


A    NEW    GENERATION    OF  PROTECTION 


ENGERIX  B"  hepatitis  B  vaccine  (rby) 

PRESCRIBING  INFORMATION  Presentation.  Each  I  ml  dose  of  Engerix 
B',  PLOO02/0I60,  contains  20  micrograms  of  hepatitis  B  surface  antigen  protein 
Pack  of  3  vials,  each  containing  20  micrograms.  £3 1 .50.  pack  of  10  vials,  £  105  00 
Uses.  Active  immunization  against  infections  caused  by  hepatitis  B  virus 
Dosage  and  administration.  For  intramuscular  use  only.  To  be  shaken  well 
before  use  Three  doses  should  be  given,  the  second  one  month  and  the  third  six 
months  after  the  initial  dose.  For  more  rapid  immunization  the  third  dose  can  be 
given  two  months  after  the  initial  dose  For  more  rapid  immunization  the  third  dose 
can  be  given  two  months  after  the  initial  dose  with  a  booster  at  I  2  months 
Adulu  and  children  aged  3  years  and  over  20  micrograms  ( I  ml)  given  intramuscularly 
in  the  deltoid  region  or  the  antero-lateral  aspect  of  the  thigh 
Contra-indications.  Hypersensitivity  to  any  component  of  the  vaccine  Severe 
febrile  infections 

Precautions.  Response  may  be  impaired  in  renal  dialysis  patients  or  those  who 
are  immunocompromised  Adrenaline  I  1000  should  be  available  in  case  of 
anaphylaxis.  Use  in  pregnancy:  see  Data  Sheet 


Adverse  reactions.  Mild  transient  local  soreness,  erythema  and  induration  at  the 
injection  site  Occasionally  low  grade  fever,  malaise,  fatigue,  headache,  nausea  and 
dizziness 

Legal  category.  POM 

17.6.87 


SK&F 


io  1987  Smith  Kl 


Smith  Kline  GrFrench  Laboratories  Limited 

A  SMITHKLINE  BECKMAN  COMPANY 

Welwyn  Garden  City,  Hertfordshire  AL7  IEY 

French  Laboratories  Limited  'Engerix  B'  is  a  trade  mark  EB  ADI8 
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organisation  whose  primary 
objective  is  to  secure  optimal 
returns  on  their  shareholder's 
investments. 

Unichem  has  a  unique  position 
which  is  both  its  strength  and 
weakness.  Its  terms  and  services 
are  unquestionably  the  best  in  the 
trade  and  it  has  consistently  led 
the  way  for  other  distributors  to 
copy.  Unfortunately,  the  member 
profit-share  system  which  hands 
back  profits  to  supporting 
members  reduces  "retained 
profits"  in  their  accounts  —  this 
would  not  be  tolerated  in  a  "pic" 
with  resultant  detrimental 
changes  in  trading  terms. 

Continued  success  depends  on 
the  support  of  all  independents  — 
why  not  support  the  best?  The 
more  support  we  give,  the  more 
support  we  will  receive  in  our 
partnership  with  our  distributor. 
This  could  be  in  the  political  arena 
—  by  offering  us  better  prices 
through  increased  negotiating 
muscle  —  or  by  marketing  the 
Unichem  name. 

We  need  a  distributor  who  is 
committed  to  the  independent 
sector  —  a  commitment 
sharpened  by  reliance  on  our 
support  and  our  growth.  We  must 
not  throw  that  away  for  the  sake  of 
a  (very  tempting)  '  'quick  buck" . 


Mike  0.  Jones 

East  Grinstead 

Unichem  — 
you  are  not 
alone 

We  are  seeing  correspondence 
and  comments  on  the  proposed 
change  of  status  of  Unichem  from 
friendly  society  to  public  limited 
company.  There  have  been 
suggestions  that  this  is  most 
unusual  and  not  in  the  best 
interests  of  the  members. 

This  week  I  note  that  the 
largest  farmers  co-op  in  Europe  — 
West  Cumberland  Farmers  —  is 
also  to  make  a  similar  change,  and 
for  the  same  reasons  as  stated  by 
Unichem.  The  winds  of  change 
keep  blowing,  as  we  approach  the 
21st  century,  through  the 
economy:  pharmacy  is  not 
immune. 

It  is  gratifying  to  see  that 
pharmacy  is  living  in  a  real  world 
and  fighting  realistically  the 
challenges  of  tomorrow  and  not 
wasting  time  "tilting  at 
windmills".  We  must  learn  from 
the  past  but  never  live  in  the  past. 


Douglas  Davidson 

Blairgowrie 


Insuring  with 
the  PMI 

The  following  may  be  of  interest 
to  pharmacists  who,  like  myself, 
have  a  mortgage  with  the  Abbey 
National  Building  Society  and 
would  like  to  insure  their  house 
with  the  Pharmacy  Mutual 
Insurance  Co. 

I  arranged  buildings  insurance 
with  the  PMI  early  in  1987,  and 
was  informed  some  months  later 
by  the  Abbey  National  that  they 
would  not  approve  the  policy 
because  it  contained  an 
"average"  clause.  This  means 
that  if  the  property  is  not  insured 
to  its  full  value,  in  the  event  of  a 
claim  the  company  will  only  pay 
out  the  proportion  that  is  covered 
by  the  premium  paid. 

'Unreasonable  insurance 
restriction' 

I  took  up  the  matter  with  the  new 
Building  Society  Ombudsman 
when  the  service  began  operating 
last  July,  claiming  that  the  Abbey 
National  was  unreasonably 
restricting  my  right  to  insure  with 
the  company  of  my  choice.  I 
argued  that  since  one  of  the 
conditions  laid  down  by  the 
building  society  for  allowing 
mortgage-holders  to  arrange 
insurance  independently  was  that 
the  property  must  be  insured  to 
its  full  value,  any  "average" 
clause  would  be  irrelevant  as  the 
house  was  insured  for  100  per 
cent  of  any  claim.  I  added  that  the 
Abbey  National  was  virtually  the 
only  building  society  in  the  country 
that  would  not  accept  PMI 
policies. 

After  a  long  investigation  the 
Ombudsman  ruled  that  the  Abbey 
National  was  within  its  rights  to 
refuse  to  accept  a  policy  with  an 
"average"  clause,  although  I  was 
awarded  a  small  sum  in 
compensating  for  maladministra- 
tion. The  reason  given  was  that 
the  building  society  had  no  means 
of  verifying  whether  a  property 
had  been  fully  insured,  and  in  the 
event  of  a  claim  on  an  under- 
insured  property  its  interests  in  it 
could  be  prejudiced  if  only  part  of 
the  claim  was  paid  and  the 
mortgagee  could  not  afford  to 
meet  the  balance  for  the  repair. 

There  would  appear  to  be 
three  options  open  to  a  pharmacist 
who  finds  him/herself  in  the 
position  that  I  did: 

1.  If  he  is  determined  to  insure 
with  the  PMI  (and  their  rates  are 
about  the  cheapest  available)  he 
will  have  to  transfer  his  mortgage 
to  another  building  society.  This 
would  cost  about  £150. 

2.  He  can  accept  the  Abbey 
National's  own  buildings 
insurance,  which  is  very 
expensive. 


3.  He  can  shop  around  to  find  a 
company  which  offers  reasonable 
premiums  and  is  approved  by  the 
Society,  as  I  have  done.  He  should 
check  that  the  policy  is  acceptable 
before  committing  himself,  as  he 
could  find  that  the  Society  will  not 
accept  it  and  force  him  to  take  its 
own  policy. 

There  would  also  seem  to  a 
fourth  solution,  which  rests  in  the 
hands  of  the  PMI.  The  Abbey 
National  has  told  it  that  it  would 
accept  its  policies  if  it  abandoned 
the  "average"  clause,  but  the 
PMI  has  so  far  declined  to  do  so. 
If  it  were  prepared  to  step  into  line 
with  the  great  majority  of 
insurance  companies  and  drop  this 
clause,  then  many  more 
pharmacists  would  be  able  to 
benefit  from  the  excellent  and 
economical  cover  offered  by  its 
household  insurance  policies. 


Mm  KUithan 
London N21 


T.P.  Astill,  general  manager, 
PMI,  replies:  As  always,  Alan 
Nathan  is  on  the  ball.  In  1983  the 
Office  of  Fair  Trading  criticised 
building  societies  for  imposing 
insurance  restrictions  which 
usually  meant  that  mortgagers 
had  to  insure  with  the  building 
society's  own  agency.  As  a  result 
of  that  criticism,  PMI  household 
insurance  is  now  accepted  by 
every  building  society  in  Britain 
except  the  Abbey  National  and  the 
Anglia.  They  use  the  '  'condition  of 
average  "  as  an  excuse ,  but  it  can 
hardly  be  a  valid  one  if  all  the  other 
societies  accept  it. 

As  a  mutual  insurance 
company  we  have  two  major 
interests  to  satisfy.  First,  are  the 
interests  of  those  of  our 
policyholders  who  are  unfortunate 
enough  to  experience  losses.  We 
never  forget  that  our  raison  d  'etre 
is  to  settle  claims,  and  our 
reputation  for  prompt,  efficient 
and  generous  settlements  is  well 
deserved.  Second  are  the 
interests  of  members,  whose 
premiums  will  rise  if  we  pay 
excessive  sums  in  claims 
settlements  or  if  we  allow  some 
members  to  under-insure.  The 
PMI  directors,  who  must  also  be 
policyholders,  have  looked 
critically  at  the  condition  of 
average  and  have  decided  that  it  is 
in  the  best  interests  of  the 
company  to  retain  it. 

There  is  another  option  to  add 
to  Alan  Nathan's  list:  4 
pharmacists  who  have  mortgages 
with  the  Abbey  National  or  the 
Anglia  can  switch  to  another 
building  society  which  does  accept 
PMI  policies.  There  is  an 
inevitable  cost  in  doing  this  but,  in 
our  experience,  that  cost  will  be 
recoverable  within  one  or  two 
years  because  our  premiums  are 
so  competitive. 


Advice  on 
Rheumox 

Further  to  your  article  "Rheumox 
label  advice"  in  Prescription 
Specialities  (C&D  October  31, 
p865),  I  regret  that  we  are  still 
experiencing  the  same  labelling 
problem  with  prescriptions  of 
Rheumox.  This  situation  is  not 
only  worrying  to  us,  but  is  also 
causing  concern  and  confusion, 
particularly  with  elderly  patients. 

Pharmacists  should  note  that 
Label  1 1  ( "  Avoid  exposure  of  skin 
to  direct  sunlight  or  sun  lamps")  in 
the  British  National  Formulary's 
list  of  cautionary  and  advisory 
labels  no  longer  applies  to 
Rheumox  (azapropazone). 

Label  11  otherwise  applies  to 
short-term  therapy  drugs  with  an 
incidence  of  photosensitive 
reactions  exceeding  the  2  per  cent 
level  attributed  to  azapropazone. 
We  feel  that  for  patients  who 
undergo  NSAID  therapy  for 
lengthy  periods,  the  label  is 
inappropriate,  particularly  when 
the  risk  with  Rheumox  is  so  small. 

We  have  had  reports  of 
patients  who  have  not  taken  their 
Rheumox  treatment  or  returned  it 
to  their  GP  because  of  the  label, 
which  in  some  cases,  due  to  the 
wording,  has  been  confused  with 
a  likelihood  of  contracting  skin 
cancer. 

Because  of  these  problems, 
the  BNF  has  now  removed  the 
label  11  recommendation  from 
Rheumox  prescriptions.  The 
Rheumox  entry  now 
recommends:  "Counselling 
advised;  in  some  patients,  direct 
sunlight  may  lead  to  rash' ' . 

Our  major  concern  is  to  ensure 
that  all  pharmacists  are  aware  of 
this  situation. 


J.V.  Kerridge 

Marketing  manager 
A.H.  Robins  Co  Ltd 


Warnings? 

Since  the  Pharmaceutical  Journal 
reproduced  a  product  index  of 
cautionary  labels  in  March  1985,1 
don't  appear  to  be  getting  enough 
information  from  the  various 
manufacturers  to  add  any  new 
drugs  to  my  computer  program. 

Could  I  suggest  that  in  one 
corner  of  their  label,  possibly  on  all 
products,  manufacturers  could  put 
(2,  8, 13,  22)  for  example,  so  that 
pharmacists  are  fully  aware  of  all 
the  recommended  warning  label 
that  should  be  used. 


C.  Capiat) 

Yeadon,  Leeds 
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BUSINE 


Minister 
rejects  Dalkon 
payout 

The  Government  has  rejected 
suggestions  that  it  should  provide 
compensation  for  British  women 
who  have  suffered  damage  from 
the  use  of  the  Dalkon  Shield 
contraceptive  device. 

Lord  Skelmersdale,  Under 
Secretary  for  Health,  told 
Baroness  Ewart-Biggs  (Lab)  in 
the  House  of  Lords  last  week: 
"The  Government  considers  that 
any  compensation  claims  arising  in 
connection  with  the  Dalkon  Shield 
are  a  matter  arising  for  the 
appropiate  courts  and  the 
compensation  fund  set  up  by  the 
manufacturing  company ' ' . 

Lady  Ewart-Biggs  suggested 
that  many  women  had  ignored  the 
deadline  for  claiming 
compensation  because  of  a  lack  of 
communication  between  the 
DHSS  and  the  American 
manufacturers  A.H.  Robins, 
resulting  in  the  failure  to  mount  an 
adequate  publicity  campaign. 

Lord  Skelmersdale  recalled 
that,  as  directed  by  a  US  federal 
judge,  the  manufacturers 
themselves  mounted  a  worldwide 
publicity  campaign. 

Lord  Ennals  (Lab)  maintained 
that  it  was  very  unsatisfactory  that 
3,700  British  women  who 
suffered  as  a  result  of  using  the 
Dalkon  Shield  were  to  be 
compensated  while  another  6,000 
who  also  suffered  were  not.  Lord 
Skelmersdale  said  if  that  were 
true  "I  shall  have  to  take  the 
matter  further". 


Plus  two 

Kingswood  Chemists  have 
acquired  two  pharmacies  trading 
as  Paul  Martin  in  Hoddesdon  and 
Potters  Bar,  Hertfordshire. 

Both  shops  have  large 
perfumery  and  beauty  therapy 
departments  which  Kingswood 
intend  to  develop  as  part  of  their 
expanding  cosmetic  and  fragrance 
business. 

This  increases  the  size  of  the 
Kingswood  Chain  to  92  shops 
based  in  the  South  East. 


Woolworth  buy  up 
Tip  Top  drug  chain 


In  a  deal  worth  about  £13m 
Woolworth  have  bought  Tip  Top 
drugstores  to  merge  with  their 
Superdrug  chain,  taking  them  two 
years  ahead  of  their  planned 
capital  expansion  programme. 

Tip  Top's  110  stores  will  add 
to  Superdrug's  339.  Superdrug 
was  taken  over  in  March  last  year 
in  an  agreed  £233m  bid,  and  in  the 
company's  interim  profits  (C&D, 
September  26  1987,  p49)  was 
seen  to  generate  £3. 4m  profit,  so 
contributing  to  the  group's  17  per 
cent  increase  in  pre-tax  profits.  At 
that  time  the  company  looked  to 
increase  the  number  of 
drugstores  to  600  in  the  next  few 
years.  Their  executive  director 
Nigel  Whittaker  told  C&D  that 
with  this  purchase  they  now  look 
to  have  500  outlets  by  this  time 
next  year,  putting  them  two  years 
ahead  of  schedule. 

By  this  expansion  the 
company  hopes  to  strengthen  its 
position  in  competition  with 
chemists  and  other  drugstores, 
and  it  extends  the  chain's 
coverage  to  the  North  of  England 
and  Scotland. 

The  name  and  image  of  Tip 
Top  outlets  will  be  changed  to 
bring  it  under  Superdrug's 
corporate  image. 

'600  outlets 
by  this  time 
next  year' 

The  deal,  announced  on 
Tuesday,  came  with  news  of  Tip 
Top's  "disappointing"  interim 
results  of  £225,000  pre-tax 
profits;  down  from  £758,000  for 
the  same  period  last  year.  Things 
have  not  looked  good  for  Tip  Top 
since  it  was  launched  on  the  Stock 
Exchange  in  April  1986,  both 
because  of  competition  and  the 
discovery  of  over  £800,000  of 
stock  losses;  though  shares  have 
picked  up  since  news  of  bids.  The 
company,  which  describes 
Woolworth's  offer  as  a 
"favourable"  deaf,  says  turnover 
growth  and  expansion  plans  have 
been  affected  by  intense 
competition  but  it  now  looks  to 


Woolworth's  commercial 
strength  and  finances  to  develop 
its  business. 

Woolworth's  offer  involves 
110  pence  per  Tip  Tip  ordinary 
share  or  105  pence  of  convertible 
loan  stock,  valuing  the  company  at 
around  £13m.  It  has  been 
accepted  in  respect  of  71.4  per 
cent  of  issued  share  capital. 

Tip  Top's  chairman  and 
managing  director  Fred  Brown 
says  they  have  had  Woolworth's 
assurance  that  they  will  retain  as 
many  staff  as  possible,  both  on  the 
management  and  retail  side. 


Cortecs  buy 
Biokits 

Cortecs  Group  have  bought 
Deeside-based  Biokits  Ltd  who 
specialise  in  the  production  of  test 
kits  for  the  identification  of  food 
adulterants. 

Biokits,  purchased  for  an 
undisclosed  amount,  will  continue 
under  their  own  name  and  will 
take  on  the  manufacturing  of 
NAG,  currently  manufactured  by 
the  Group's  diagnostics 
subsidiary;  it  is  a  recently 
introduced  diagnostic  test  for 
renal  integrity  and  disease. 


Sanof  i  stay  in 
bidding  for 
Robins 

Sanofi,  the  French  pharmaceutical 
firm  who  had  a  merger  proposal 
accepted  from  A.H.  Robins 
(C&D,  January  9,p61)  say  they 
will  stay  in  the  bidding  despite  an 
improved  offer  from  American 
Home  Products. 

American  Home  Products  are 
reported  to  have  upped  their  offer 
by  about  $100m,  and  improved 
terms  for  women  seeking 
compensation  for  injury  by  Dalkon 
Shield  contraceptive  device. 

Sanofi  say  they  have 
submitted  their  plan  to  the 
bankruptcy  judge  (A.H.  Robins 
are  currently  acting  under 
Chapter  11  of  the  US  Bankruptcy 
code) ;  they  expect  to  hear  if  it  has 
been  accepted  early  next  month. 
But  the  company's  chief 
executive  has  said  that  he  will 
match  any  improved  offer. 


New  centre 

A  new  national  distribution  centre 
is  being  constructed  in 
Northampton  for  US  based  Baxter 
Travenol  Laboratories. 

Marking  an  £8m  investment, 
the  centre  in  Brackmills  will  cover 
10  acres  and  is  to  serve  England 
and  Wales  when  it  opens  early 
next  year.  Stockholding  will  then 
be  reviewed. 


M  HAPPY 
WRAPPY 


Nappy  Wrappy  the  >• 
New!  Safety 
Breakthrough 
Eliminates 

Nappy  Pins  and  Nappy 
Pin  Injuries! 

A  simple  non-slip  belt  which 
keeps  baby's  nappy  on 
No  more  sagging  nappies 
Non-Absorbent.  Safe,  Easy  &  Fast 


Displayed  on  lull 
colour  hanging  point  ol 
sale  cards  Proven  high  volume 
sellers  in  Australia  now 
manutactured  under  licence  in  the  UK  by 
Clippa-Sate.  Lanthwaite  Road.  Clitton 

Nottingham  NG1 1  8LD 
Tel  (0602)21 1899  Fax  (0602)845554 
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BUSINESS  NEWS 


John  Cope,  Employment  Minister,  presents  Glaxo  Operations  UK 
with  one  of  the  60  National  Training  Awards  launched  by  the  MSC. 
John  Musgrove,  manager  of  Glaxo  Pharmaceuticals  factory  at 
Barnard  Castle  receives  the  award.  Extreme  right  is  Terry  Smith 
who  is  responsible  for  the  training  programme:  second  right  is  Tom 
Lindsay,  training  manager  and  left  is  Mike  Higgins ,  personel 
manager 


New  move  at  Numark 


Kirby  rebuild 
OTC  division 

Kirby- Warrick  have  re-built  their 
OTC  division  following  the 
decision  to  take  over  the 
marketing  of  a  range  of  Scholl's 
counter  lines  last  Summer. 

The  division  has  been 
recruiting  a  salesforce  over  the 
past  six  months  and  now  have 
eight  representatives  in  place, 
although  there  is  still  a  vacancy  in 
North  London.  A  decision  has  yet 
to  be  taken  on  whether  to  extend 
coverage  to  Northern  Ireland. 

The  division,  named  the 
healthcare  division,  is  headed  by 
Graham  Read.  He  is  assisted  by- 
two  senior  sales  managers,  both 
ex-Scholl,  Adrian  Lindfield  and 
Mike  Everist.  Brands  marketed 
by  the  division  are  Buddies  cotton 
wool  products,  Puritabs, 
Meggezones,  the  Afrazine  range, 
Rinstead  gel  and  pastilles, 
Correctol,  the  Solarcaine  range, 
Cushiongrip,  the  Tinaderm  range, 
Lactocalamine  and  Teeda. 

New  packaging  for  Buddies  is 
being  introduced  and  should  be 
selling  into  stores  in  the  next  few 
weeks.  Other  brands  in  the 
portfolio  will  be  updated  during  the 
year,  says  Mr  Read.  Rinstead, 
which  was  repackaged  last  year, 
will  spearhead  the  consumer 
promotions  programme  this  year. 

"By  taking  on  the  Scholl 
products  we  have  trebled  our 
sales  base,"  says  Mr  Read.  "We 
want  to  demonstrate  we  are  a  new 
aggressive  force." 

Macarthy's  to 
sponsor 
Mozart 

In  celebration  of  their  200th 
anniversary,  Macarthy  are 
sponsoring  a  Royal  Gala 
Performance  of  Mozart's  "The 
Magic  Flute". 

All  profits  from  the  evening 
will  go  to  the  Development 
Foundation  of  the  National 
Hospital  for  Nervous  Diseases;  its 
patron,  The  Princess  of  Wales, 
will  attend  the  performance  by  the 
English  National  Opera  at  the 
London  Coliseum  on  May  12.  The 
Foundation  is  raising  money  for  a 
new  hospital  in  Queen  Square, 
London. 

Chairman  and  chief  executive 
of  Macarthys  pic  Nicholas  Ward 
says:  "We  feel  that  giving  our 
support  is  a  fitting  way  to 
celebrate.  James  Macarthy,  our 
founder,  supported  various 
charities  and  we  are  proud  to 
continue  that  tradition." 


In  efforts  to  improve  service  and 
better  co-ordinated  activity, 
Numark  have  formed  a  new 
department  integrating  all  sales 
and  marketing  functions. 

Geoff  Bass,  previously  with 
Unichem,  has  been  promoted  to 
sales  and  marketing  controller  and 
will  head  this  department,  which 
will  deal  with  business  in  specific 
product  groups  of  both  branded 
and  own-branded  goods,  rather 
than  separating  the  two  sides  of 
Numark  s  business  as  before. 

"Our  end  product  will  be  no 

Bayer 
return  to  the 
ABPI  fold 

The  Board  of  Management  of  the 
Association  of  the  British 
Pharmaceutical  Industry  has 
rescinded  the  suspensions  from 
membership  of  Bayer  UK  Ltd  and 
their  related  company  Miles 
Laboratories  Ltd. 

The  companies  were 
suspended  in  1986  following 
breaches  of  the  Association's 
Code  of  Practice  by  Bayer, 
involving  aspects  of  promotion. 


BRIEFS 


Polaroid  (UK)  Ltd  have 
invested  £1 .68m  in  a  new  factory 
in  the  Vale  of  Leven,  Scotland. 
The  company  moved  into  original 
premises  in  the  Vale's  Industrial 
estate  in  1965,  and  says  since  then 
its  plant  has  expanded  more  than 
sixfold.  Polaroid's  Scottish  base 
concentrates  on  the  manufacture 
of  instant  imaging  systems  for 
worldwide  markets. 


different,"  says  Trevor  Dixon, 
managing  director,  "only  more 
efficient  and  effective.  It  brings 
together  sales  development 
services  and  marketing  functions 
and  will  harness  collective  selling 
and  buying  power. 

The  sales  and  marketing  team 
will  involve  Keith  Sinclair  as 
commercial  manager,  Trevor 
Maling  as  marketing  manager, 
Phil  Duckworth  as  retail 
development  manager  and  Aileen 
McCready  as  product  group 
manager. 

...while  action 
against  Evans 
continues 

Bayer  are  continuing  to  seek 
damages  through  the  courts 
against  Evans  Medical's  launch  of 
their  nifedipine  capsules  before 
obtaining  a  licence  of  right  from 
Bayer,  who  held  the  patent  and 
manufactured  the  branded 
product  Adalat. 

An  interlocutory  injunction 
against  Evans  was  turned  down  by 
the  High  Court  last  month  (C&D, 
December  19/26,  pl206),  but  a 
spokesman  for  Bayer  this  week 
confirmed  that  the  main  action 
filed  against  Evans  will  continue. 
The  date  of  the  hearing  has  not  yet 
been  fixed. 

Under  the  licence  of  right 
procedure,  a  company  can  apply 
for  a  licence  to  sell  a  product  four 
years  before  the  patent  expires. 
According  to  the  Financial  Times, 
Bayer  and  Evans  had  failed  to 
reach  agreement  on  royalties  after 
a  year's  negotiations.  The  Adalat 
patent  expires  in  March. 


New  take  off 
for  'air' 
stylers?  j 

Gas  powered  hair  stylers  and 
curlers  can  now  be  carried  in 
either  hand  or  checked-in  luggage 
when  flying  to  and  from  Britain. 

The  Civil  Aviation  Authority 
has  decided  to  permit  passengers 
to  carry  the  products  in  hand- 
luggage,  though  separate  gas  refill 
canisters  are  still  not  allowed. 
Both  Braun  and  Philips  have 
welcomed  the  news.  Matthew 
Simmons,  product  manager  for 
Philips'  Jet  Set  range,  whose 
company  was  involved  in  lobbying 
the  CAA,  says  he  predicts  the 
move  will  both  boost  sales  and! 
save  a  lot  of  hassle  at  airports, 
where  hundreds  of  hand-carried 
gas  products  are  confiscated. 

Parkfield 
profits  rise 

Parkfield  Group,  whose  string  of 
companies  include  David  Anthony 
Ltd,  have  announced  record  half 
year  results:  pre-tax  profits 
increasing  by  77  per  cent  to, 
£4. 6m. 

Chris  Davis,  a  director  of 
Parkfield  and  of  David  Anthony, 
said  that  while  profits  could  not  be 
broken  down,  sales  for  David 
Anthony  had  been  rising  quite 
rapidly,  helped,  for  example,  by 
gaining  distributorship  of  Fuji  and 
Duracell.  Earnings  per  share  have 
increased  to  7.8  pence  and  the 
company  has  increased  the  I 
interim  dividend  to  2  pence  per 
share. 

Martonland  ( 
merge  with 
Interport 

Birmingham-based  wholesalers 
Martonland  Ltd  have  merged  withj 
Interport,  wholesaler  to  about  750; 
chemists  in  the  London  area. 

The  merger  forms  a  new 
company  to  trade  as  Martons 
Pharmaceuticals  to  a  consumer 
base  of  2,500  chemists,  the 
company  claims.  Martonland's, 
16,000  sq  ft  warehousing  facility 
will  provide  the  base  for  packaging 
and  distribution  but  Interport's 
Balham  headquarters  will  continue 
to  provide  an  administration  and 
contact  base  for  London 
customers. 
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COMING  EVENTS 


All  change  for 
Peaudouce 

In  a  $3466m  deal,  Peaudouce  have 
been  bought  by  Molnlycke  who 
now  plan  to  build  up  then- 
consumer  products  business. 

Molnlycke,  the  hygiene 
products  subsidiary  of  Svenska 
Cellulosa  —  Sweden's  second 
largest  forestry  and  paper 
products  group,  have  a  similar 
range  of  products  to  Peaudouce 
and  have,  of  late,  seen  sales 
increase  by  about  20  per  cent  year 
on  year. 

The  company  sees  the 
purchase,  from  French  holding 
company  Financiere  Agache,  as 
doubling  their  UK  sales  while 
allowing  it  to  put  more  effort  into 
research  and  development  to 
meet  competition  from  companies 
such  as  Procter  &  Gamble, 
Kimberly  Clark  and  Scott. 


Agfa-Gevaert  is  dropping  the 
Gevaert  name  from  its  corporate 
identity. 

Managing  director  of  Agfa  UK , 
Gustav  Ahrens  comments:  "The 
name  Gevaert  is  difficult  to 
pronounce.  Dropping  it  will  make 
us  easier  to  recognise  and 


Monday,  January  25 

North  Metropolitan  Branch, 
Pharmaceutical  Society,  at  the 

School  of  Pharmacy,  Brunswick 
Square,  WC1  at  8pm.  "Adopt-a- 
student  evening".  Refreshments  from 
7.30pm. 

Wednesday,  January  27 

Scottish  Department, 
Pharmaceutical  Society,  at  36 

York  Place,  "l)mg  abuse  —  The  facts 
and  methods  of  management" . 

Thursday,  January  28 

Royal  Society  of  Medicine.  One 

day  meeting  on  "Patient  information 
and  self-care",  on  January  28  at  1 
Wimpole  Street,  London  Wl. 
Admission  by  ticket  only.  Details  from 
Mrs  Banrand-Hebert,  Sections  Office, 
at  the  above  address  (tel:  01-408219). 

Advance  information 

National  Pharmaceutical 
Association.  Regional  dinner  at  The 
Parkway  Hotel,  Otley  Road,  Leeds, 
on  February  2  at  7.30  for  8pm.  PSNC 
chief  executive  Alan  Smith  will  speak 


remember..." 

In  future  company  advertising 
and  sponsorship  will  be  branded 
Agfa  with  the  orange  diamond 
logo.  Products  are  to  carry  the 
Agfa  name  and  rhombus  with 
product  name  where  appropriate, 
says  the  company. 


i in  "finance,  the  White  Paper,  and  the 
new  role."  Tickets  £8.75  from  Leslie 
Calvert,  45  Upper  Accommodation 
Road,  Leeds,  West  Yorks.  LS9  8LT 
(tel:  0532  484746). 
European  Study  Conference  Ltd. 
"Pharmaceutical  law  symposium", 
February  16-17,  at  the  European 
Patent  Office,  Munich,  FDR.  Cost 
£350  (ex  VAT) .  Bookings  to  European 
Study  Conferences  Ltd,  Douglas 
House,  Queen's  Square,  Corby, 
Northants  NN17  1PL  (tel:  0536 
204224). 

The  College  of  Pharmacy 
Practice,  Bell  House,  111  Lambeth 
Road,  London  SE1  7JL.  Seminar  on 
design  of  questionnaires.  February  24 
at  2-6pm.  Fee  £10  (£15  for  non- 
members).  Details  from  Rosemary 
Mitchell  tel:  01-735  0418. 
United  Kingdom  Clinical 
Pharmacy  Association.  Workshop 
on  "Helping  the  patient  with 
thromboembolic  disease"  on 
February  25  at  the  post-graduate 
Medical  Centre,  Hope  Hospital, 
Eccles  Old  Road,  Salford.  Cost  £20 
(£35  non-members).  Details  from 
Miss  C.  Clark,  Hope  Hospital.  Tel: 
061-789  7373. 

Society  of  Cosmetic  Scientists. 

Residential  postgraduate  course  in 
cosmetic  science,  March  13-18,  at  the 
Palace  Court  Hotel,  Bournemouth. 
Cost  (inc  meals  and  accom)  £506  (£542 


Forecasts  for  High  Street  sales  in 

January  are  the  least  optimistic  for 
any  month  since  1983,  according 
to  a  survey  published  by  the 
Confederation  of  British  Industry 
with  the  Financial  Times  this 
week. 


for  non-members).  Applications  to  the 
General  Secretary,  Society  of 
Cosmetic  Scientists,  Delaport  House, 
57  Guildford  Street,  Luton,  Beds  LU1 
2NL. 

Royal  Society  of  Health.  Lectures 
on  "The  cost  of  medicine"  and 
"Calcium  and  osteoporosis"  to  be 
held  at  the  Royal  Society  of  Medicine , 
1  Wimpole  Street,  London  Wl,  on 
March  17.  Professor  J.  Gnmley-Evans 
will  speak  at  6.30pm  on  osteoporosis 
and  Professor  G.  Teeling-Smith  on 
medicine  costs  at  7pm.  Admission  by 
ticket  only.  Cost  to  non-members  £5. 
Details  from  the  conference  dept, 
RSH,  38A  St  George's  Drive,  London 
SW1V4BH  (tel:  01-6300121). 
South  East  England  Region, 
Pharmaceutical  Society.  One  day 
conference  on  March  20,  at  Cockcroft 
Building,  Brighton  Polytechnic,  Lewes 
Road,  Brighton,  on  "Non  drug 
pharmacy".  Registration  fee  £5 
(covers  cost  of  coffee,  lunch  and  tea). 
Closing  date  March  1 .  Details  from  Dr 
G.W.  Hanlon  (tel:  0273-693655  ext 
2118). 

University  of  Ulster.  Three  day 
residential  course  on  "Industrial 
applications  of  emulsion  and  colloid 
science ' ' ,  April  1 1  - 14 .  Details  from  Mr 
M.  Sayliss,  Dept  of  Adult  and 
Continuing  Education,  University  of 
Ulster  at  Jordanstown, 
Newtownabbev.  co  Antrim 
BT377BQ. 

Intermedica  88.  International 
exhibition  of  medical  technology, 
equipment  and  services,  May  26-30,  at 
the  Porte  de  Versailles  Exhibition 
Centre,  Paris.  Details  from  French 
Trade  Exhibitions,  Knightsbndge 
House,  2nd  Floor,  197  Krughtsbridge. 
London  SW7  (tel:  01-225  5566). 


Agfa  drops  Gevaert 
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SHOPFITTINGS 


LUX  LINE 

SH0PFITTERS  FOR  THE  PHARMACY 

REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS 
ELECTRICAL,  FINANCE,  NPA  £t  NUMARK  APPROVED. 
SO  CONTACT  US  NOW. 

LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD  BEDS 
TEL  0525  381356 


0626  •  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 
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APPOINTMENTS 


orwich  Health  Authority 
Norfolk  and  Norwic! 
Hospital 

STAFF  PHARMACIST 

PURCHASING/DISTRIBUTION 

We  are  about  to  lose  our  Purchasing/Distribution  Manager  who 
has  gained  promotion  to  a  Technical  Services  Principal  post  in 
another  region. 

We  are  therefore  looking  for  an  innovative  and  experienced 
Pharmacist  with  a  sound  clinical  background,  proven 
management  and  organisational  ability  and  a  flair  for  computers. 

The  postholder  will  have  responsibility  for  the  implementation  and 
further  development  of  an  integrated  district  computerised 
system  for  the  procurement,  stock  control  and  distribution  of 
medicines  and  for  the  co-ordination  of  District  purchasing. 

In  addition  to  the  District  duties  the  postholder  will  have  specific 
responsibility  for  the  performance  of  these  functions  at  the  Norfolk 
and  Norwich  Hospital,  a  large  and  very  busy  DGH  in  the  centre  of 
Norwich. 

There  will  be  an  opportunity  to  undertake  clinical  work  and  to  take 
part  in  a  1  in  13  Emergency  Duty  rota. 

Informal  visits  can  be  arranged.  For  further  information,  job 
description  and  application  form  contact  David  W.  Carrington, 
District  Pharmaceutical  Officer,  Norwich  Health  Authority, 
Windsor  House,  Newmarket  Road,  Norwich  NR1  3TF.  Telephone: 
l0603  666525. 


NORTH  WEST  SURREY  HEALTH  AUTHORITY 
ST  PETER'S  HOSPITAL,  CHERTSEY 

PHARMACY  TECHNICIANS- 

Rotational  Posts 

We  offer  suitably  qualifed  Pharmacy  Technicians  the  opportunity  to  gain 
valuable  experience  in  the  widely  used  JAC  computer  system,  TPN, 
sterile  and  non  sterile  production,  distribution,  patient  services,  ward  top- 
ups  and  dispensing  practice. 

Previous  hospital  experience  is  not  essential  as  extensive  education  and 

training  are  provided  in  all  aspects  of  pharmacy. 

We  enjoy  a  friendly,  busy  and  modern  environment  with  off/on  site  social 

activities. 

Single  accommodation  and  creche  facilities  on  site. 
Salary  scale:  £5244-£6818  plus  £149  outer  London  Weighting. 
Qualifications:  BTEC  or  City  and  Guilds  prior  to  BTEC.  The  opportunity 
to  do  the  BTEC  conversion  course  at  Farnborough  College  is  available. 
For  further  information  and  to  arrange  an  informal  visit  contact  Mrs 
Lorraine  Harvey,  Principal  Pharmacist.  Acute  Services, 
Ottershaw  2000^  ext  2519. 

Application  forms  and  job  descriptions  available  from  Unit  Personnel.  Tel: 
Ottershaw  2000.  ext  2215. 


TRADEMARKS 

TRADE  MARK  NO.  1059670 

consisting  of  the  word  "SPORT"  and  registered  in  respect 
of  "Razors  and  Razor  Blades"  was  assigned  on  the  20  May 
1987  by  Gillette  U.K.  Limited  of  Gillette  Corner,  Great 
West  Road,  Isleworth,  Middlesex  TW7  5NP  to  The  Gillette 
Company  (Delaware  Corp.)  of  Prudential  Tower  Building, 
Boston,  Massachusetts,  United  States  of  America. 
WITHOUT  THE  GOODWILL  OF  THE  BUSINESS  IN  THE 
GOODS  FOR  WHICH  THE  MARK  WAS  THEN  IN  USE. 


SURGICON  LTD. 

SALES  REPRESENTATIVES 

OCCUPATIONAL  HEALTH 


Due  lo  expansion  we  are  looking  tor  representatives  tor  the 
NW/NE/SW/SE  London  areas.  Would  you  like  to  join  a  sales  team 
which  enjoys  the  following'.' 

•  On  target  earnings  —  live  figures  plus  ear  and  usual  benefits 

•  Extensive  product  range  at  competitive  prices 

•  Frequent  own  van  delivery  service 

•  Continuous  training 

•  Company  commitment  to  customer  satisfaction 

Tliis  can  he  \ours  ij  \vu  satisfy  the  following  criteria: 

•  Must  have  proven  track  record  within  the  occupational  health  field 

•  Must  be  self  motivating 

•  Must  show  a  high  degree  of  professionalism 

•  Must  be  presentable 

Please  write,  enclosing  current  c.v.  to: 

MR.  E.A.  SINGLETON  (Sales  Manager) 
SURGICON  LTD 
Unit  7,  Birkdale  Avenue,  Heele\  Road,  Sell}  Oak, 
Birmingham  B29  6UB. 
All  enquiries  will  be  dealt  with  in  the  strides!  confidence. 


AGENTS 


AGENTS  REQUIRED 


Who  are  already  calling  on  chemists  to  sell  established 
range  of  sunglasses.  For  the  self-motivated  a  unique 
opportunity  to  achieve  very  high  earnings.  Easy  and 
original  presentation. 

Write  in  the  first  instance: 

LAWRENCE  EDWARDS  &  CO  LTD, 
UNIT  21, 

THE  GATE  STUDIOS.  STATION  ROAD, 
BOREHAMWOOD,  HERTS  WD6  1 DQ 


BUSINESS  OPPORTUNITIES 


® 


EVERLASH 


SEMI-PERMANENT  INDIVIDUAL  LASHES 

Due  to  the  ending  of  a  long  term  distribution 
agreement  we  are  now  able  to  invite  proposals  for 
the  marketing  of  this  long  established  (sinee  1972). 
unique,  highly  profitable  product.  We  would  be 
pleased  to  receive  proposals  from: 

AGENTS  -  WHOLESALERS  - 
DISTRIBUTORS  -  LICENSEES 

UNITED  KINGDOM  AND  IRELAND 

Please  write  to: 
G.B.  PARR,  EVERLASH,  LONSDALE 
HOUSE,  SOUTHPORT,  MERSEYSIDE. 
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BUSINESS  OPPORTUNITIES 


PRESCRIPTION  LABELLING 


We  are  a  successful  British  colour 
cosmetic  manufacturer  with  exciting 
plans  to  enhance  our  already  rapid 
growth  during  1988. 


Already  well  established  in  the  United 
Kingdom  and  Overseas,  we  intend  to 

introduce  a  new  budget  range  of 
cosmetics  into  the  United  Kingdom  for 
the  Chemist,  Druggist  and  Department 
Store  outlets. 


To  participate  in  this  exciting 
development,  we  are  seeking  a  company 
with  an  established  sales  force,  who  wish 
to  add  to  the  products  they  are  already 
successfully  selling  and  distributing  in 
the  United  Kingdom.  In  return,  we  offer  a 
quality  product,  manufactured  in  the 
United  Kingdom,  at  a  budget  price,  yet 

offering  excellent  profit  margins. 
Furthermore,  it  offers  the  potential  to 
become  a  major  brand  in  this  sector  of 
the  cosmetics  market. 


Interested  parties,  please  contact 
Karen  Jestico  at 
Box  No.  3300 


LABELS 


FREE 


PRICE  GUN 
OR  LABELS 

Buy  a  quantity  of  price  labels 
and  you  can  choose  either  a 
FREE  price  gun  or  claim  a 
FREE  extra  box  of  labels 
A  box  of  45,000  Printed  Labels 
could  cost  less  than  £30!!! 


TOM  LYDON 

PHONE  0702  333761  lAnyllmel 
LOW  PRICE  LABEL  CO  FREEPOST 
88  SOUTHBOURNE GROVE 
WESTCLIFF  ON  SEA  SS0  8BR 


QUALITY  LABELS 


KUVEUD  IN  14  DAYS 
-  OR  NO  CHARGE  - 


Phone:  051-708  8800 

Park  Printing, 
41-43  Parliament  Street, 
Liverpool L8  SRN. 

OFFER  APPLIES  TO  U.K.  MAINLAND  ONL  Y 


John  Richardson  t 
Computers 


In  Systems  Development 

10%  Discount  to  all  NPA  members 

FREFPOST,  Preston  PR 5  (iMK  Telephone:  ((1772)  323763 


In  Pharmacy  Labelling 
*•  In  Auto-Order  Slock  Control 


In  Customer  Serviff 


STOCK  FOR  SALE 


MANY  SPECIAL  OFFERS  THIS 
MONTH  INCLUDING: 

ADALAT  lOmgCAPS 

6679/0001 

TAGAMET 200mg TABS 

6679/0005 

ZANTAC  1 50mg  TABS 

6679/0036 


OVERSEAS  OPPORTUNITIES 


SUNNY  SOUTH  TENERIFE 

Deluxe  apartments  and  villas  for  sale  on  five  star  pebble 
beach  within  Amarillo  Golf  Complex. 
Up  to  60%  mortgages  available  on  these  properties 
which  are  appreciating  20%  per  annum  in  value. 
For  further  details  ring: 
NORTHWAY  TRAVEL 
051-525  9397/8 
Jerrv  Gould  MPS 
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Cracking  up  at  Christmas 


Pharmacist  Bill  Small  found  his 
world  cracking  up  at  Christmas, 
when  his  premises  were  found  to 
be  in  imminent  danger  of  collapse. 

The  building,  which  dates  back 
to  the  1840 's  and  stands  in  the 
High  Street,  Cowes,  Isle  of 
Wight,  developed  a  large  crack 
just  a  week  before  Christmas. 
The  County  Council  said 
scaffolding  could  not  go  up  for 
seven  days  ...  in  the  meantime 
they  could  offer  no  guarantee  that 
the  building  would  stand. 

"My  insurance  via  the 
Chemist  Defence  Association  was 
cancelled  on  the  spot, ' '  Mr  Small 
told  C&D.  "Because  we  were  on 
rota  duty  that  Thursday  evening  I 
recruited  my  wife  to  stand  outside 
the  shop  and  collect  prescriptions 
from  the  public  from  the  other  side 
of  the  street."  Meanwhile  Mr 
Small,  clad  in  safety  helmet, 
dispensed  from  inside.  "Then  on 
the  Friday  morning  I  conducted 
business  via  Cowes  health  food 
shop  opposite;  the  staff  bringing 
orders  across  to  me  when 
required, ' '  said  Mr  Small. 

"It  was  chaos  really,  and  in  the 
week  before  Christmas,  while 
staying  loyal,  customers  could  not 
browse  round  and  buy  Christmas 
gifts  as  they  might  have  done , "  he 
said. 

Mr  Small  was  at  this  time  busy 
starting  business  with  another 
three  pharmacies  he  and  fellow 
pharmacist  from  Boots,  Jim  Siddy, 
had  taken  over  from  Isle  of  Wight 
chemist  Mr  Haines. 

He  was  able  to  work  from  an 


adjacent  shop  for  a  week  until 
scaffolding  was  set  up  and  the 
county  council  and  insurance 
company  agreed  the  main  shop 
was  safe. 

"If  that  wasn't  enough  to  cope 
with,  the  Water  Authority  arrived 
to  fit  a  new  sewer;  which  involved 
digging  a  trench  in  the  pavement 
outside.  Then  customers  were 
stopped  coming  in  the  back  way  by 
some  work  by  the  Gas  Board! 

The  scaffolding  will  hold  up 
Small's  chemists  until  the  owners, 
a  London  property  company, 
decide  whether  to  repair  or 
demolish  and  rebuild  the  building. 
"I  haven't  even  started  to  think 
what  will  happen  then,"  says  Mr 
Small. 


Patient  care 


award 


An  award  of  £750  is  available  to 
support  a  study  on  "The 
professional  contribution  the 
clinical  pharmacist  can  make  to 
patient  care". 

The  UK  Clinical  Pharmacy 
Association  is  inviting  applications 
for  the  UKCPA/Geistlich  award: 
the  closing  date  is  February  26. 
Entry  forms  from  Dr  Roger 
Walker,  Galen  Building, 
Sunderland  Polytechnic, 
Sunderland  SR2  7EE.  Tel:  091 
567  6191  ext  141. 


Humbugs  for 
Don  from 
Edwina 

What  do  you  get  for  arranging 
a  National  Pharmaceutical 
Association  working 
dinner  at  which  the  chief  f 
speaker    is    Junior  . 
Health  Minister  Edwina  „ 
Currie?  Answer:  A  tin 
of  House  of  Commons  hum-   v  J 
bugs  from  the  hand  of  the  lady 
herself;  a  recitation  of  a  ditty 
about  humbug  from  her  famous 
lips,  and  a  seat  at  her  right  hand. 

Right,  Mrs  Currie  prepares  to 
hand  over  the  sweetmeats  to  the 
"Mr  Fixit"  for  NPA  Areas  5  and 
12,  board  member  Don  Ross,  who 
is  pictured  below  with  David 
Sharpe,  chairman  of  the 
Pharmaceutical  Services 
Negotiating  Committee  at  the 
Newton  Park  Hotel,  Burton-on- 
Trent  last  weekend  (see  pi  16  for 
a  report). 

Welcoming  her  on  behalf  of  the 


3 


■ 
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100-plus  NPA  members  at  the 
dinner,  Mr  Ross  said  pharmacists 
gave  healthcare  advice  sufficiently 
well  and  efficiently  as  to  bring  a 
smile  to  Treasury  officials, 
members  of  the  genus  depressus 
lawsonia. 


:  ; 


POINTMENTS 


New  man  for 
NW  group 

Pharmacist  Frank  Hinds  has  been 
appointed  chairman  of  the  North 
West  Pharmaceuticals  Group. 

Mr  Hinds,  commercial 
manager  UK  for  Wellcome,  takes 
over  from  Phillip  Wright  of  E.R. 
Squibb  for  1988.  The  Group  was 
formed  four  years  ago  by  the  nine 
research-based  pharmaceutical 
companies  in  the  region. 


Showcard  Systems  Retail  Ltd:  Marilyn 
Mason  is  appointed  general  sales 
manager. 

Efamol  Holdings:  Dr  William  Duncan, 
chairman  and  chief  executive  of 
Coopers  Animal  Health,  has  been 
appointed  non-executive  director. 

Robinsons  of  Chesterfield:  Tony 
Slipper  has  been  appointed 
chairman.  He  takes  over  from 
Robert  Robinson  who  retains  his 
seat  on  the  main  board  of 
Robinsons  &  Sons  Ltd  as  deputy 
chairman. 
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Chemist  &  Druggist 
Directory  1988  _ 

Also  tablet  and  capsule  identification  guide 

Available  Now 


am- 

Fully  Revised  I  fj^Jj^W 

Completely  Updated  I  mBSttKm 

M  H 

There's  a  good  reason  why  previous  editions  of  the 
CHEMIST  &  DRUGGIST  DIRECTORY  sold  out  so 
quickly.  Every  professional  in  today's  fast-moving 
industry  needs  CHEMIST  &  DRUGGIST 
DIRECTORY'S  precise  and  reliable  information  to 
complement  their  experience  and  expertise.  Every 
important  aspect  of  the  industry  is  included:- 

>  DRUG  INTERACTION  TABLES 

A  key  check  on  over  360  major  drugs  and  their  >  RETAILERS  AND  WHOLESALERS 

interactions.  Separate  guides  covering  the  major  wholesalers  and  over 

D>  TABLET  AND  CAPSULE  100  multiple  retail  pharmacy  companies  -  including  all 

IDENTIFICATION  GUIDE  the  branches  of  Boots 

Over  3000  tahlets  and  capsules  with  illustrations  and  PLUS 

colour  coding  ensuring  easy  identification.  THE  LAW 

>  BUYERS'  GUIDE  Vital  information  on  legislation  covering  the 
An  A-Z  guide  to  almost  6500  products  and  how  to  obtain  pharmaceutical  industry 

them.  The  essential  supplies  guide  for  pharmacists  and  WHO  OWNS  WHOM 
the  pharmaceutical  and  toiletries  industries. 

>  HOSPITAL  PHARMACISTS  AND  PROFESSIONAL  ORGANISATIONS 

NHS  OFFICERS  Over  650  w,th  contacts 

Full  details  of  730  NHS  hospitals  and  230  regional  and  PUBLISHED  PRICE  (Including  post  and  packing) 

district  Pharmaceutical  Officers.  UK  £55,  Overseas  d£64 

-#<  

CHEMIST  &  DRUGGIST  DIRECTORY  1988  PRIORITY  ORDER  FORM 

Please  supply  copy/ies  of  CHEMIST  &  DRUGGIST  DIRECTORY  1988  (Published  December  1987). 

I  enclose  my  cheque  for  £  made  payable  to  Benn  Business  Information  Services  Ltd.  Please  use  BLOCK  CAPITALS 

Name:  Position:  PUBLISHED  PRICE 

„  UK  £55  Overseas  £64  (Incl.  post  and 

Company:  _  packing). 

Address:  ANNUAL  RENEWAL 

Initial  here  if  you  wish  us  to  repeat  this 
order  automatically  for  future  editions. 

Postcode:  Country: 

Telephone:  Telex:  Send  to: 

.        .  Directory  Order  Department, 

No.  ot  Employees:  Kl^TlH  Benn  Business  Information 

Type  of  Business:  ^  V/ '  '.! 

^I^S^^^^  Tonbridge,  Kent  TN9  1  HQ 

^^^^BtF&tmb*-^  Telephone:  (073'2)  liliL'dlili 

Signature:  _  31SBIS    ,     ...  ,;  :    (;."  Telex:  95454  BB1S  G 

I     RQPtANASSOl  ATlONOf 


Who  do  you  turn  to  with  your  day  to  day 
business  problems? 


As  an  independent  pharmacist,  you  call  on  many  specialised  services  for  the  development  of  your 
business.  But  there's  one  name  that  simply  has  more  behind  it  for  you  -  Vestric. 

We  care  for  you  in  so  many  ways  with  Statim  Finance  Limited,  Link  in-pharmacv  computer  systems,  a 
dedicated  sales  force  visiting  you  regularly,  local  branches  with  experienced  staff  on  hand  to  deal  with  your  day 
to  day  needs,  and  central  stores  looking  after  your  surgical  sundries. 

Just  one  of  the  many  services  that  make  up  Vestrie  s 
total  package  for  the  independent  pharmacist. 


WE'RE  ALWAYS  THERE   ■   WE  ALWAYS  CARE 


